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TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?" 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 
aviation case? 


Who writes “pension trusts?” 
What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 


Who will write the combination single 
premium and annuity contract? 


What companies write group annuities? 
—term to 65?—5 pay life? 


Where can I get a deferred survivorship 
annuity ?—a 5 year endowment? 


Who uses graded death benefits on sub- 
standard? 


What companies write mortgage protec- 
tion with reducing coverage? 


Where can I place that salary savings or 
hospitalization case? 


Who writes long term contracts? 
—$10 a month disability? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years advance premiums? 
—retains substantial amounts? 


AND MANY, MANY OTHERS! 


YOU may get one 
“on ten-day approval" 


“Temper-trying’’ Questions on 
Brokerage and Surplus Business 


are quickly answered by 


The New 1945 
“Who Writes What?” 


(Ready in January) 


Haven’t you often been bothered by questions 
such as—‘‘where can I place that substandard case? 
—what companies write term to 65’—who takes 
10 years advance premiums ?—what can I do about 
that hospitalization or aviation case?” 


Questions just such as these—and there are 
hundreds of them—are a time-consuming nuisance 
unless you have “Who Writes What?” — that - 
unique reference that provides the answers quickly 
and easily. It is helping thousands and should be 
available in every life office. 


Don't Waste Time "Hunting Around" 
Just look into “Who Writes What?” Consult 


its comprehensive topical index and turn to the 
section indicated. There you will find in one place 
all the companies that write the contract you are 
looking for — and the rules in accordance with 
which the risks will be accepted. 


Gives You The Answers—Instantly! 


“Who Writes What?” is prepared on an en- 
tirely different basis from any other reference book. 
Arranged by questions (not by companies) it tells 
you what you want to know about the many bother- 
some points. Its direct answers will save your time 
and nerves—and make money for you! 


your New Who Writes What?” oj°%sYéo 


Address The National Underwriter Co., Statistical Division, Cincinnati 2, Ohio 
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“During the past Century New York Life 
Agents, awakening public consciousness 
to the need for life insurance protection, 
have rendered a service of immeasurable 


value to the American people.” 


NEW YORK LIFE 


INSURANCE COMPANY 
A Mutual Company, Founded on April 12, 1845 
51 MADISON AVENUE, NEW YORK 10, N. Y. 
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NSLI Conversion 
Up to Individual, 
War Dept. Says 


Highlights of Campaign 
to Insure Service 
Men Related 


NEW YORK—The war department 
has taken the stand the question of con- 
version of National Service Life Insur- 
ance is one for decision by the insured, 
based upon his individual requirements, 
and that conversion should not be en- 
couraged during war time if it necessi- 
tates a reduction in the amount of 
insurance, Lt. Col. L. J. Grayson, head 
of the adjutant general’s life insurance 


section, pointed out before the annual 
meeting of the Life Advertisers Associa- 
tion here. The War Department does 
not consider campaigns to effect con- 
version necessary or appropriate during 
war time although it has set up a pro- 
cedure for providing men who are being 


| discharged with information regarding 
Ei. 


It is recognized that insurance on 
converted plans will more likely be 
retained by a soldier after his discharge 
than will term insurance, Col. Grayson 
said. Experience has shown a marked 
tendency for enlisted personnel to de- 
crease the amount of insurance upon 
conversion. It is recognized that a large 
number of men in the army may have a 
different economic status after the war 
than they now have or anticipate having. 


Keep as Much as Possible 


In furnishing a discharged man with 
proper information regarding NSLI, he 
is urged to keep as much as he feels that 
he can afford, especially for the first 
few months after discharge until he can 
better judge his economic situation and 
have a more definite idea of the type 
and amount he can afford. “To go 
beyond that is not considered to be the 
province of the army. Present indica- 
tions are that a large percentage of those 
now insured intend to retain all or part 
of their government insurance after dis- 
charge,” Col. Grayson observed. 

Although insurance men feel that 
NSLI may reduce the market for com- 
mercial insurance, this is far out balanced 
by two other factors. First not only 
military personnel, but their families and 
the general public as well, have been 
made insurance conscious as a direct 
result of the government insurance pro-, 
gram. Second, not only has G.I. Joe 
learned to think in terms of $10,000 
insurance but he has been taught to think 
in terms of income rather than lump 
sums, and that will inevitably lead to the 
Purchase of a larger average amount of 
insurance. 

Although it is generally recognized 
that the war risk insurance issued during 
the last war had certain undesirable fea- 
tures for peace time contracts, the pass- 
age in time has given a better perspective 
from which to evaluate that insurance, 
especially with the modifications that 
ave been made. “Today we recognize 
the insurance program of the last war 
as the greatest boon. the industry has 
ever had,” Col. Grayson observed. The 
attitude of insurance agents towards 
NSLI after the war will depend not only 
on the official attitude of the home office 
but how well the agents are educated 
and sold that attitude and how well their 
actions are supervised. 

(CONTINUED ON PAGE 23) 


Remedial Measures 
Urgent: Harrington 


Asks All Insurance Men 
to Aid Effort to Counteract 
S.E.U.A. Ruling Effect 


BOSTON—Immediate action looking 
toward either the submission of a con- 
stitutional amendment or the passage of 
the Walter bill, with amendments, was 
urged by Commissioner Harrington of 
Massachusetts, chairman of the commis- 
sioners’ committee on federal legislation, 
in addressing the Boston Life & Acci- 
dent Claim Association. 

“Opposition to the United States su- 
preme court decision in the Southeastern 
Underwriters Association case is our last 
stand for state control of the insurance 
business and if that stand is not main- 
tained we are on our way to a fascist 
government,” he declared. 

Just returned from Washington, where 
he has been actively engaged in seeking 
a solution to the problem, following the 
refusal of the supreme court to review 
its decision, Commissioner Harrington 
expressed himself very forcibly. on the 
issue and urged the insurance interests 
to become actively interested in bring- 
ing about remedial measures. 


Business Won’t Fold Up 


In opening his talk he declared that 
the insurance business is not going to 
fold up and the companies are not going 
to refuse to carry out their contracts 
because of the radical decision. It may 
be difficult, he said, to accommodate the 
business to the new point of view, and 
much depends on what is done about it. 

He paid high tribute to Edward C. 
Stone, United States manager of the Em- 
ployers group, who, he said, had given 
up the whole summer to going about the 
country and working constantly to find 
the solution. A sincere effort has been 
made to meet the problem in a states- 
manlike attitude. 

Since the decision now stands, the 
case of the Southeastern Underwriters 
Association will be tried and what the 
government will do in case of a convic- 
tion is not known. Fines may be levied 
on those affected. If the government 
takes any action at all, Mr. Harrington 
said, and if state laws conflict, the state 
laws are then of no more force. 

The problem, in the conferences of the 
past few months, has been to get back 
to the status quo ante. Two ways are 
under consideration. The first is to se- 
cure the passage of a _ constitutional 
amendment establishing the right of the 
states to the regulation of the insurance 
business. Many are of the opinion this 
will take too long. But the fact is the 
last five amendments to the constitution 
were accomplished within a year and the 
same thing could happen here. With 
three-fourths of Congress approving 
such a measure, followed by approval 
of three-fourths of the states, the 
amendment would be adopted. In the 
coming year 42 of the states will hold 
legislative sessions. It would be up to 


the insurance interests to see _ to 
it that their congressmen act  fa- 
vorably on such a measure and 


for each state to complete the favorable 
action. From the opinions of even the 
majority in the supreme court decision 
it would seem that there is a high regard 
for the insurance business as it has been 
conducted, Mr. Harrington said, and also 
a disinclination to hand the business over 
to the bureaucrats. 

The second way of meeting the situa- 
tion would be to back the Walter bill, 
and to bring about such amendments to 
that bill as would take care of all lines 
of insurance. 

In furnishing discharged men with 
Commissioner Harrington said, the in- 


Sept. Total Sales 
Down 6.2%, But 
Ordinary Up 3.6% 


New life insurance for September was 
6.2% less than for September of last 
year, and for the first nine months of 
this year was 6.5% more than for the 
corresponding period of 1943, according 
to the Life Insurance Association of 
America. For Septeniber, ordinary 
showed an increase of 3.6% over Sep- 
tember of last year, industrial decrease 
of 10% and group a decrease of 42.2%. 


September Volume Reduced 


For September, the total new business 
was $648,780,000 ~against $691,996,000 
during September of last year. Ordinary 
was $472,354,000 against $455,760,000. 
Industrial was $111,226,000 against 
$123,529,000. Group was $65,200,000 
against $112,707,000. 

For the first nine months the new 
business was $6,874,481,000 against $6,- 
453,822,000. Ordinary was $4,763,563,- 
000 against $4,174,327,000, increase 
14.1%. Industrial was $1,124,966,000 
against $1,207,847,000, decrease 6.9%. 
Group was $985,952 000 against $1,071,- 
648,000, decrease 8%. 





Recall New Deal Complaints 
of 5-4 Decisions 


In an editorial commenting on the 
adamant position of the U. S. Supreme 
Court in the S. E. U. A. case, the Hart- 
ford “Courant” concludes that the legal 


road for the prosecution has been 
cleared of all blocks, “cleared by a 4 to 
3 decision.” 

“Where,” it asks, “are those new 


dealers who used to complain when they 
lost a 5 to 4 decision? At least an opin- 
ion in which five justices concurred rep- 
resented the majority of the whole 
court.” 

The possibility of an acquittal when 
the S. E. U. A. case comes to trial, ac- 
cording to the “Courant” should not 
deter Congress for a moment from com- 
pleting action on the bill exempting in- 
surance from the provisions of the anti- 
trust laws. 





H. J. Becker Speaks Oct. 26 


H. J. Becker, assistant vice-president 
of New York Life, will address the 
Oct. 26 meeting of the New York chap- 
ter of Life Office Management Institute 
graduates on the company and personal 
viewpoints. 


2. 








surance business will go into the hands 
of a federal bureau and such a bureau 
will find that the government has no 
provision for rate making, no agency 
qualification laws, no claims department. 
Its decisions will immediately involve 
each and every state insurance depart- 
ment and no commissioner will be able 
to know what force and effect state laws 
will have in every question which comes 
to his attention. 

Litigation will arise over conflicting 
federal and state laws, which may take 
a generation to settle. Already some very 
serious legal questions and suits have 
come up as a result of the supreme cour? 
decision. Certain companies are main- 
taining they do not have to have state 
licenses to conduct business if they are 
doing interstate commerce business. The 
validity of countersignature laws has 
been attacked in Idaho. He fears a great 
flood of litigation is bound to come. 

“Tt appears to be the philosophy of 
government today to send all our prob- 
lems to Washington. If we do not want 
that to be done with the insurance busi- 
ness the industry must get to work and 
support such measure as may be finally 
decided upon as the best solution.” 


Hendershot Named 
LAA President 
at New York Parley 


Retraining and Recruiting 
in Post-War Era 


Highlights Sessions 


OFFICERS ELECTED 


President — Lewis B. Hendershot, 
Berkshire Life. 

Vice-president—Russell B. Reynolds, 
American Mutual Life. 

Secretary—C. Russell Noyes, Phoenix 
Mutual. 

Treasurer—A. H. Thiemann, New 
York Life. 

Editor—Francis J. O’Brien, Franklin 
Life. 

Executive Committee—George A. 
Adsit, Girard; Powell Stamper, Na- 
tional Life & Accident; H. A. Rich- 
mond, Metropolitan; Z. Starr Arm: 
strong, Republic National; Donald M. 
Tudhope, National Life of Canada; 
a Leiper, Provident Life & Acci: 
ent. 


By H. J. BURRIDGE 


NEW YORK—At the annual meeting 
of the Life Insurance Advertisers Asso- 
ciation held here this week, 15 scheduled 





LEWIS B. HENDERSHOT 


speakers were heard. They touched 
upon all aspects of advertising and sales 
promotion discussing post war problems, 
National Service Life Insurance, public 
relations, returning service men, selling 
the farmer, the anti-inflation campaign 
and other questions of current interest. 

The theme of the gathering was “A 
Preview of Tomorrow’s Opportunities 
and Obligations.” There was an at- 
tendance of 150. 


Organization Shows Good Growth 


The L.A.A. has grown to an organ- 
ization of 133 member companies with 
265 individual members, 45 of whom are 
in military service. 

Bart Leiper, Provident Life & Acci- 
dent, has guided its destinies as presi- 
dent for the past year. His administra- 
tion of its affairs has been a distinct 
success. Another L.A.A. © stalwart, 

(CONTINUED ON PAGE 9) 
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Recruiting and 


Retraining 


Plans Are Discussed 


NEW YORK — Agency building 
problems were thoroughly probed at the 
annual meeting of the Life Advertisers 
Association, with E. Paul Huttinger, 
second vice-president Penn Mutual Life, 
covering retraining and Seneca M. 
Gamble, advertising manager Massachu- 


setts Mutual, discussing recruiting 
plans. ; 
Retraining of returned servicemen 


presents a challenge to all industry, not 
alone life insurance, Mr. Huttinger de- 
clared. The army has found that mo- 
rale is based on the soldier’s confidence 
in his weapons, training and com- 
mander, Mr. Huttinger pointed out. 
“Our object is to duplicate the army’s 
work of morale building by establishing 
confidence in weapons, which is in our 
business the organized sales presenta- 
tion. Confidence in training to perfect 
the use of that weapon. And confidence 
in command to tell our underwriters 
what to do when the sales talk does 
not work.” 

Mr. Huttinger told of the joint efforts 
of the Committee for Economic Devel- 
opment and the National Society of 
Sales Training Executives in educating 
executives in recruiting and _ training 
plans which will be put into effect after 
the war. “Unless we in the life insur- 
ance business are thoroughly prepared 
to meet this competition, we are going 
to lose the advantage we have had by 
retaining our sales organizations when 
other companies have lost them com- 
pletely,” Mr. Huttinger warned. 


Top Management’s Support 


One of the key points pointed out by 
the C. E. D. is: “To be effective train- 
ing must have the support and active 
interest of top management.” 

Too often it gets only an indulgent 
pat on the back, Mr. Huttinger ob- 
served. “True, we have always been 
strong advocates of training on conven- 
tion programs but there is some doubt 
whether we have been as strong in ac- 
tion as we are in vocalizing our inten- 
tions. Perhaps the financial problems 
of top management in the past decade 


left little or no time for training. If 
that is true, then the time is now 
changed. The future of training is go- 


ing to be determined by the time, 
money and effort that home office offi- 
cials, general agents and managers per- 
sonally put into it.” 

Returned servicemen “will be familiar 
with every kind of aptitude test for in- 
telligence, education and general infor- 
mation. They will know what it is to 
work. They will know what prime phy- 
sical condition means and the need for 


coordinating mind, body and soul to the 


task at hand. They have been indoc- 
trinated with the art of direct action. 
They will have been subjected to mas- 
terful training devised by the best in- 
structors, not working with slow and 
painful persuasion on the intellect but 
with violence on their bodies. They 
will have known discipline never 
dreamed of before. We will want them 
to have as favorable an impression and 
wholesome respect for our training and 
retraining operations as.they now have 
had for the training of the army, the 
navy and the air force.” 


Home Office School 


Penn Mutual plans to bring every 
full-time agent to the home office for a 
school of reindoctrination into life in- 
surance, an intensified training to bring 
him up to date on actuarial and under- 


writing changes, as well as market 
shifts, economic changes and _ selling 
procedure. 

Answers to announcements of the 


plan received from the fighting fronts 
have already “more than paid for our 
thoughtfulness in planning this reindoc- 
trination for those whose loyalty to 
their country ranks high and whose loy- 
alty to Penn Mutual bears with it a 





favorable comparison,” Mr. Huttinger 
said. 

The demand for good salesmen in all 
lines will be multiplied many fold when 
consumer goods can again be produced, 
Mr. Gamble predicted. ‘General agents 
and managers have a job on their hands, 


in building their tomorrow’s sales forces 


today. The job rests directly on their 
shoulders,” he emphasized. 
In explaining Massachusetts Mu- 


tual’s program designed to help gen- 
eral agents in building tomorrow’s sales 
force today, Mr. Gamble said a confi- 
dential bulletin is sent general agents, 
carrying information regarding the 
number of former full-time representa- 
tives who have entered the armed forces 
and war-production, and their sales 
volume during their latest calendar year 
in the life insurance business. It also 
carries information regarding manpower 
sources and related subjects, suggested 
lettérs to centers-of-influence, request- 
ing the nomination of prospective un- 
derwriters themselves; and copy for 
newspaper advertising for salesmen. 


Suggestions from General Agents 


As there is a natural tendency to be 
more receptive to plans used success- 
fully by other general agents, informa- 
tion regarding successful recruiting 
plans is secured from general agents 
for publication in the bulletin. 

Special emphasis has been put on re- 
cruiting women agents. 

“Tf there has ever been any illusion 
that the only place for a woman is in 
the home, it has been dispelled by war- 
time conditions,’ Mr. Gamble observed. 
A booklet, “A Captivating Career for a 
Woman,” is provided general agents, to- 
gether with suggested letters to carry 
the booklet to centers-of-influence and 
to prospective agents. Its purpose is 
to pave the way for an interview in 
which the general agent or his super- 
visor in charge of recruiting can size up 
the prospective woman agent, and ex- 
plain the opportunities more fully. 


Advertise to G. I. Joe 


As the armed forces are laying plans 
for the rehabilitation of discharged per- 
sonnel, Massachusetts Mutual decided 
not to wait until the service men come 
home, to tell them about the business. 
An advertisement in the overseas edi- 
tion of “Time,” tells G. I. Joe about life 
insurance selling as a lifetime career for 
the right man. 

Three recruiting books have been 
published by Massachusetts Mutual for 
use by the general agents in visual sell- 
ing. The first talks about commissions 
and renewals, citing case histories of 
successful agents. Available sales helps 
are described. The second book out- 
lines the company’s history, with brief 
biographies of senior officers. Functions 
of the agency department staff members 
are explained. The third book is com- 
piled by the agency, to give the pros- 
pective salesman an inside story about 
the local organization. 


W. E. Schneider 
Joins Institute 


Walter E. Schneider, magazine editor 
of the National Broadcasting Company 
press department and prior to that asso- 
ciate editor of “Editor & Publisher,” 
has become associated with the Institute 
of Life Insurance to supervise press 
relations and advertising and promotional 
activities. 

With NBC, Mr. Schneider was in 
charge of the magazine department and 
kept in touch with the principal periodi- 
cals. Before joining “Editor & Publish- 
er” as news editor in 1937, Mr. Schnei- 
der was on the staff of the Philadelphia 
“Evening Public Ledger” for 14 years. 

He attended Temple University. 





Kirkpatrick and 
Scheufler Give 
S.E.U.A. Views 


ST, LOUIS=A. L. Kirkpattick,. in- 
surance editor Chicago “Journal of Com- 
merce,” in a talk on “Prelude to The 
Supreme Court Decision and Some After 
Effects” before the St. Louis Insurance 
Board, gave a summation of the Mis- 
souri insurance rate litigation which 
eventually led to the filing of the De- 
partment of Justice’s anti-trust case 
against the S.E.U.A., paving the way 
for the 4 to 3 decision of the U. S. Su- 
preme Court holding insurance to be 
commerce. 

He brought out that the Supreme 
Court decision did not find anyone 
guilty of anything and now the S.E.U.A. 
case must be tried and decided strictly 
on the merits of the government’s 
charges against the defendants. 

Mr. Kirkpatrick told of the various 
steps that have been taken to unite the 
industry generally in a program of legis- 
lation to be presented to Congress in an 
effort to undue much of the harm that 
would result from the Supreme Court’s 
action. He brought out that the life 
companies are not in favor of complete 
immunity for any industry from the fed- 
eral anti-trust acts, thus not being in 
harmony with the views of the leaders 
in the fire and casualty fields. 

Insurance Superintendent Scheufler of 
Missouri said that while good in- 
surance lawyers have expressed the be- 
lief that the court decision has not ad- 
versely affected any state regulatory or 
taxing law that was valid previously, 
it may be that it will become necessary 
to have a case to case test of particu- 
lar state laws that.some persons or 
companies may believe adversely affect 
interstate commerce. 





Savings Banks’ Policyholders 
Are Far More Persistent 
Than the Depositors 


The savings bank life insurance com- 
mittee in its report at the annual meet- 
ing of the Savings Bank Association of 
Connecticut at New London reported 
that Connecticut banks have written 
$3,670,000 of insurance since the oper- 
ations were started in January, 1942. 
The business has been handled by 18 
banks, eight of which are issuing banks 
and 10 agency banks. Hartford, New 
Britain and Stamford are some of the 
larger communities not providing facili- 
ties for savings bank life insurance. 

The committee remarks that in Mas- 
sachusetts the Boston Five Cent Sav- 
ings Bank now has $28 million of insur-- 
ance in force. Its policyholders exceed 
the number of depositors in 73 out of 
191, Massachusetts savings banks. 

Another Massachusetts bank, in 16 
years, has issued more than 18,000 poli- 
cies and of these 76% are still on the 
books. During the same period it 
opened 92,000 savings accounts and at 
this time only 24,000 are in existence. 

In New York 95% of all the policies 
written within the five year period are 
in force whereas 21% of all savings ac- 
counts opened during the same period 
were closed within one year. New 
York Savings Bank after five years of 
operation has 10,000 policyholders and it 
was 17 years before this bank as a sav- 
ings institution reached the number of 
10,000 depositors. 





Chicago Economic Conference 


E. C. Alvord, prominent Washington 
attorney, treasurer of the U. S. Chamber 
of Commerce, and Prof. S. E. Leland, 
chairman Federal Reserve Bank, Chi- 
cago, chairman department of economics, 
University of Chicago, will address the 
economic conference sponsored by the 
Chicago C.L.U. Chapter the afternoon of 
Nov. 16 in Hotel LaSalle. Harry R. 
Schultz, president, will preside. Paul M. 
Williams, Aetna Life, is arrangements 
chairman. 





Factors in Getting 
Veferans Back in 
Production Fold 


H. G. Kenagy Analyzes 
Task of Redeveloping 
Former Agents 


NEW YORK—Factors to consider i: 
getting former agents back into produc 
tion after they have been discharge 
from the armed services were considere 
before the Life Advertisers Association 
by H. G. Kenagy, superintendent ¢ 
agencies Mutual Benefit Life. 

In the first place it is necessary to 
find out if the returned service man i 
still interested in life insurance as a ca. 
reer, although this should be known ij 
the company and general agent hav 
done a good job in keeping in toutci 
with the agent while he was in service, 

“He may still be enthusiastic about 
life insurance selling but may need 3 
new pattern because he is a ‘changed 
man.’” However, Mr. Kenagy caw 
tioned, “Military ranks and medals de 
not determine his best market. He 
shouldn’t abandon his pre-war simple 
programming and concentrate on pen- 
sion trusts just because he has returned 
with the rank of major or commander!” 


Determine Market 


Determining the returned veteran's 
market and his selling plan is the first 
job. The big task is to help him de 
velop, or redevelop, the skills needed to 
become effective in the use of his plan. 
This may involve a prospecting proce: 
dure, a sales process, a score-keeping 
setup, all of which must be grooved by 
habit-forming practice under competent, 
interested, enthusiastic coaching. 

The nature of this task requires that 
be done individually, in the local agency 
by the agency head or a respected as 
sistant, Mr. Kenagy pointed out. 


Special Techniques Needed 


There are some special techniques 
which must be taught, such as: What to 
say, especially to friends and policyhold- 
ers, about his war service and why he 
has returned to the life insurance busi 
ness. How to avoid discussion of the 
war, his exploits, or controversial issues 
arising from the war. How to avoid 
sympathy, if he has lost arm, leg, eye, 
EXC; 

Just before a veteran is ready for field 
work, a letter to policyholders and ac: 
quaintances announcing his return, his 
re-training, his re-dedication to a life in- 
surance career, can be very helpful. 
Whether this letter should go from 
home office or general agent depends on 
which carries the most weight. In most 
cases the general agent will want to 
write the letter, Mr. Kenagy predicted 
Local newspaper publicity is also pos 
sible in the smaller communities, and ! 
most helpful. 

Careful attention should be given te 
finances, to reestablishment of a souné 
family budget, to the husbanding 0 
present resources, to agreement 0 
financial assistance, to correlating hi 
sales plan with his budget requirements 
Mr. Kenagy advised. 

Financing should be done on a strictly 
business basis. A veteran doesn’t ex 
pect or want any dole or other evident 
of special consideration. 

Home office schools can help in r¢ 
developing skills only if the company 
has a basic sales plan which can an 
should be made the basis of refreshe! 
training for all veterans. 

“It is most important to build the 
whole plan for returning servicemen 0 

(CONTINUED ON PAGE 23) 
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1 |. Parkinson for 
Complete Anfi- 
rust Exemption 


Equitable Society Head 
Endorses Fire and 
Casualty Stand 


NEW YORK—President Thomas I. 
Parkinson of Equitable Society believes 
emphatically that the life insurance 
business should not oppose a complete 
exemption from the anti-trust laws for 
all branches of the business and that all 
types of insurers should promptly get 
behind an amended version of the pend- 
ing Walter bill which would not only 
give complete exemption from the fed- 


eral anti-trust laws but from all existing 
federal laws applicable to interstate 
commerce and at the same time affirm 
the validity of state laws regulating and 
taxing insurance. 

Mr. Parkinson, whose views THE 
NATIONAL UNDERWRITER sought because 
of his standing as an authority on con- 
stitutional law and as an_ industry 
laader who has shown a keen interest 
in this vital question, believes that the 
life insurance business has a highly im- 
portant stake in getting the right kind 
of action from Congress as speedily as 
possible. He believes that the only 
hope of getting prompt action is for the 
life insurance and property insurance 
people to get together on a program 
that all branches can support unreserv- 
edly and that will have the blessing of 
the commissioners. 


Congressional Declaration 


All that is necessary, Mr. Parkinson 
says, is a Congressional declaration that 
regardless of whether insurance is in- 
terstate commerce or not, the laws of 
Congress applicable to interstate com- 
merce shall not apply to insurance and 
that the states’ laws regulating and tax- 
ing insurance remain valid. He _ be- 
leves that the commissioners are ready 
to get behind such a bill if the life and 
property insurance people will take the 
emphasis off their respective interests 
and agree to back without qualification 
a congressional declaration of this type. 

From a life insurance standpoint the 
chief need for speed in getting such a 
declaration from Congress is to guide 
executives in the payment of premium 
taxes which come due early next year, 
he said. Without such action by Con- 
gress there is a question whether com- 
panies can go on paying premium taxes 
—or even refrain from seeking recov- 
ery of taxes already paid—without the 
tisk of being called upon to account to 
policyholders and stockholders for al- 
leged waste of funds, he pointed out, 
adding that if the life people want this 
important problem of theirs solved they 


‘should be willing to support the posi- 


tion of the fire insurance companies, to 
whose operations a complete exemp- 
tion from the federal anti-trust laws is 


} essential. 
| Delegation of Power 


Conceding that there might be a con- 
objection to the type of 
Congressional declaration he described 


}on the ground that it constituted a dele- 
‘T gation of power to the ctates which the 


constitution gives exclusively to Con- 
gress, that is, the power to regulate in- 


|terstate commerce, Mr. Parkinson said 
that it would take some years to get 


such a decision and meanwhile the 
would serve the parctical 
Purpose of permitting the state insur- 
ance officials to continue enforcing their 
(CONTINUED ON PAGE 23) 





Bankers Life Group 
Permanent Changes 


Iowa Company Revises 
and Liberalizes Contracts; 
Increases Rates 


Bankers Life of Des Moines an- 
nounces a revision and liberalization of 
its group permanent contracts, which 
have now been on the market for two 
years. 

In view of the new provisions and of 
current interest rates, premium rates are 
being increased on the average of 214% 
to 3%. Also because a transition period 
in world economy is being entered, the 
guaranteed time during which insurance 
can become effective at these rates will 
be reduced from five to three years. 

A new special contract is introduced 
to provide a 10 year certain period in 
the retirement income. This will be 
known as income endowment ten. The 
initial amount of insurance is $10,000. 

Two sets of values will no longer be 
used, because “credit values” will be 
dispensed with. In event of termination 
of employment, “termination values” 
will be used for determining credits both 
for employer and employe. Heretofore 
the employer was credited with the full 
legal reserve and in the event of termi- 
nation, the difference between termina- 
tion values and “credit values” could be 
applied by the employers on premiums 
for new policies, except that if the ter- 
minating employe converted his insur- 
ance, the employer’s credit was held back 
and retained by the insurer if the in- 
sured died within 5 years. 

More liberal termination values on ter- 
mination of employment after short du- 
rations of service, accomplished by re- 
ducing early surrender charges will be 

(CONTINUED ON PAGE 23) 


N. J. Governor 


Honors Prudential 
for GI Ballot Aid 


NEWARK—Prudential’s annual an- 
niversary luncheon was marked by Gov- 
ernor Edge’s presentation to Presflent 
D’Olier of a scroll attesting the state of 
New Jersey’s appreciation of the work 
done by Prudential employes in getting 
up the lists of names and doing other 
work in connection with sending out 
ballots to citizens of the state who are 
in the armed services. 

Governor Edge said that some 300,- 
000 ballots had been sent out and there 
was reason to expect that the service- 
men’s vote would be a percentage that 
would compare favorably if not exceed 
that of civilians. Praising the “patrio- 
tism of workers who gave unstintingly 
of their time and service,’ Governor 
Edge said that their work was of ines- 
timable value to the state and nation 
and to the men in the service. 

In his acknowledgment Colonel D’Olier 
said that the task was easier than might 
have been thought for there was such a 
fine response that more young women 
volunteered for the work than could be 
used. 

About 500 leading men in the relig- 
ious, business and political life of north- 
ern New Jersey were present. These 
buffet luncheons have become an annua! 
event since the first one, given in 1925 
on the company’s 50th anniversary. 





Leissler Hartford Speaker 


Three service clubs of Hartford heard 
talks last week by John C. Leissler, Jr., 
publisher of the “Southwest Insurer” of 
Dallas, urging prompt passage of the 
Walter insurance states rights bill, in 
order to prevent the gradual taking 
over of the insurance business by the 
government. 








style) calendar. 


bell and by bonfire. 


the world over. 


will also be radio broadcast. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





William Penn’s 
300th Birthday 


William Penn was born in London in 1644, October 14 by 
the (old style) Julian calendar, October 24 by the (new 
And on October 24, 1944, the 300th anni- 
versary of his birth will be commemorated. 


There will be no nation-wide celebration by parade, by 
But there will be quiet celebrations in 
both England and America, quiet because he was a quiet man. 
There will be special programs particularly in the public 
schools of Pennsylvania, New Jersey and Delaware, and 
in the schools and meeting houses of the Society of Friends 
The schools conducted by the Friends have 
always enjoyed so high a reputation for educational prowess 
that many of their pupils are from outside the sect. 


The key meeting of William Penn’s birthday will be held 
in the Academy of Music in Philadelphia, with the Governors 
of three states presiding, and for the principal speakers Su- 
preme Court Justice Owen J. Roberts for America, and Earl 
Halifax, the British Ambassador, for England. The program 


THE WILLIAM PENN TERCENTENARY 
* ¢ +t 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


¥ 


JOHN A. STEVENSON 
President 

















Company-Agency 
Parley on S.E.U.A. 
Case Set for Nov. 13-14 


Fire-Marine-Casualty Peo- 
ple Schedule Important 
Meeting at Philadelphia 


NEW YORK—Aimed at fully in- 
forming the producers as to what is 
being done to meet the problems arising 
out of the S.E.U.A. decision and to elicit 
their opinions on the best possible 
course, representatives of the fire, ma- 
rine, casualty and surety underwriters 
have arranged a conference for Novy. 13- 
14 at the Ben Franklin Hotel, Phila- 
delphia, with representatives of the Na- 
tional Association of Insurance Agents 
and all other producers’ organizations in 
the property insurance and surety field 
which have been represented before the 
insurance commissioners on this matter. 

The invitations extended by General 
Manager J. Dewey Dorsett of the Asso- 
ciation of Casualty & Surety Executives 
on behalf of his organization and the 
fire and marine companies at the recent 
N.A.LA. annual meeting met with an 
enthusiastic response. Among those in- 
vited are members of the executive com- 
mittee and board of state directors of 
N.A.1.A. and presidents of state local 
agents associations. 


Objective of Conference 


_It is evident that one of the objec- 
tives of the conference will be to obtain 
the greatest possible degree of indus- 
try-wide support for the type of con- 
gressional bill which the property insur- 
ance companies believe is essential if 
they are to continue to do business as 
they have in the past. 

The original date of Oct. 26 for the 
meeting had to be changed because of 
the impossibility of getting hotel accom- 
modations. 





Bureau to Survey Post-War 
Recruiting and Training 


_A survey to determine the extent and 
direction of company plans for post-war 
recruiting and rerecruiting field men has 
been launched by the Sales Research 
Bureau. 

The bureau will seek data on how to 
keep in touch with members of the 
agency force now in service or war in- 
dustry; and how best to prepare for the 
reinduction and retraining of these men. 
Plans for reaching other men leaving 
the service who might be good prospec- 
tive life underwriters will be viewed. 

Also included in the report will be de- 
tails and exhibits of “Training Within 
Industry” ideas as applied specifically to 
life insurance. 





Gift-Wrapping Party 

To personalize the Christmas presents 
for all Home Life men and women in 
service, a girl from each home office de- 
partment of Home Life had a gift-wrap- 
ping party and supper. For the past 
three years Christmas gifts have been 
purchased by contributions from the 
Home Life Agency Association, the 
home office staff, and the company. 

A personal touch was added to these 
gifts through individual wrapping by the 
girls and the enclosure of a group pic- 
ture of the members of the service man’s 
agency or home office department. 

The pictures of the home office depart- 
ments were taken by Dr. James H. 
Humphries, associate medical director, 
whose hobby is photography. 
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Oosidenial Has 
Billion in Force 


Goal Reached as Vice- 
president Jenkins’ 30th 
Anniversary Is Celebrated 


LOS ANGELES—Occidental Life of 
California and Vice-president V. H. 
Jenkins together passed important mile- 
stones Saturday, when the company 
achieved its goal of $1 billion of life 
insurance in force and its agency leader 
celebrated his 30th anniversary in its 
service. A whirlwind five-month drive 
for new business instituted by Occi- 
dental’s field force in honor of Mr. 
Jenkins piled up a gain of $82 million in 
business in force from May 1 to Oct. 14 
and put Occidental over the billion mark. 

Occidental gained more than $113 mil- 
lion of life insurance in force in the first 
9'%4 months of 1944. It is more than six 
times as large as it was in March, 1931, 
when Mr. Jenkins became its vice-presi- 
dent in charge of production after 15 
years as an agent and manager. 


Many Celebrations Staged 


At a luncheon here sponsored by Pres- 
ident Dwight L. Clarke, more than 150 
Occidental officers, agency department 
employes and field men in the Los 
Angeles area gathered to congratulate 
Mr. Jenkins on his three decades of 
service, to praise his contributions to 
the company’s growth and to express 
anew their confidence in his agency 
leadership. Simultaneously, more than 
100 Occidental agencies and branches 
in 35 states and six Canadian provinces 
attended celebration luncheons at which 
they heard Mr. Jenkins praise their own 
production records in a special transcrip- 
tion aptly called “The Billion Dollar 
Record.” They also heard him announce 
a new Occidental policy for juveniles 
called the junior estate plan, which was 
released this week. 

A. D. Anderson, accident and sickness 
superintendent, who had been the billion- 
dollar drive chairman, served as toast- 
master at the main celebration in Los 
Angeles. General Agent Hoyt M. Lei- 
sure of Los Angeles, who passed his 
own 30th Occidental birthday two years 
ago, spoke on behalf of other field men 
and employes who had preceded Mr. 
Jenkins to the three decade mark. Ray- 
mond H. Belknap, director of agencies, 
voiced the appreciation of staff members 
in agency department who work under 
Mr. Jenkins’ leadership. 


Presentations to Jenkins 


President Clarke paid tribute to his 
fellow officer on behalf of the company 
and presented Mr. Jenkins his 30-year 
emblem in the form of a pair of gold 
and diamond cuff links. For all mem- 
bers of Occidental’s agency force, 
Charles E. Cleeton, Los Angeles general 
agent, presented Mr. Jenkins a diamond 
ring engraved in the style of Occidental’s 
“Star in the West” seal, and to Mrs. 
Jenkins a dinner ring. Other mementoes 
presented to Mr. Jenkins included a 
bronze plaque with the names of the 
group department field force engraved in 
tribute and a bound volume of all the 
bulletins, letters and agency publications 
recording the campaign’s inception and 
progress to final success. 

Mr. Jenkins expressed his own and 
Mrs. Jenkins’ appreciation of the tribute 
and turned the tables by complimenting 
the joint work of home office and field 
which made the billion-dollar record 
possible. 

Born 57 years ago of pioneer parents 
on the California-Nevada frontier, Mr. 
Jenkins signed an Occidental agent’s 
contract in 1914. He was appointed a 
field superintendent in 1920 and after 
fours years of supervisory experience he 
spent three years as co-manager of 
Occidental’s home office agency. He 
spent four years in brokerage work and 





Honored by Sales 
Executives Federation 








E. E. KIRKPATRICK 


E. E. Kirkpatrick of Cincinnati, who 
retired as superintendent of agencies for 
Ohio National Life in 1943, has been 
elected honorary life member of the Na- 
tional Federation of Sales Executives. 

The honor was bestowed on him in ap- 
preciation of his service to the federation 
as executive secretary from October, 
1943 to April, 1944. The headquarters 
were moved temporarily from New York 
to Cincinnati at a time when the federa- 
tion had adopted an aggressive expan- 
sion program. Mr. Kirkpatrick took 
charge of the office until the program was 
installed and the income made it possible 
to employ a full-time managing director. 

The federation has moved from Cincin- 
nati to the Paul Brown building in St. 
Louis, where permanent headquarters 
have been established. 

The federation has in its membership 
a large number of insurance sales ex- 
ecutives. Harold J. Cummings, vice- 
president of Minnesota Mutual Life, is 
a past president. 





28 Students at Buffalo 


The Buffalo C.L.U. chapter announces 
the largest registration of students for a 
C.L.U. class this year in the history of 
the chapter with 28 students. A class 
in finance started at University of Buf- 
falo with Lewis A. Froman, dean of 
business veaanannininiiine as teacher, 





became vice-president in charge of pro- 
duction in 1931. His son, Gordon, 
formerly an Occidental agent and super- 
visor, is now a navy commando in the 
Pacific war theater. 





Veterans Good Source of 
Agents and Prospects 


Plogsterth Predicts 
Return of Successful 
Agents After War 


NEW YORK—Predicting that agents 
who are now in service who were at 
all successful in life insurance will re- 
turn to the business after the war, Wil- 
lard T. Plogsterth, director of field 
service of Lincoln National Life, in 
speaking before the Life Advertisers 
Association, pointed out that they own 
an established business in which they 
have a substantial investment in clien- 
tele and renewal commissions and “they 
appreciate that today their product is 
better known and used by more peo- 
ple than ever before.” 

Some of the marginal agents or the 
very young men may go into other 
fields. Some will have been introduced 
to a new life, aviation for example, 
which may have a winning appeal. “But 
in those cases it will be up to us to 
resell the man we really want,’ Mr. 
Plogsterth emphasized. 


Program of Action Needed 


A program for reeducating and re- 
estabiisning the returned agent 1s es- 
sential, ““VWwhen your serviceman comes 
back to work, nave ready tor him a 
program ot action. And 1 emphasize this 
word ‘action,’ in many cases its not 
going to be easy tor him to get back 
into the swing ot things. lt’'s sometimes 
harder than one realizes. True, immedi- 
ately after discharge he may want a 
little time to himseu, but when he does 
return to work, give him something 
dennite to do. 1 think you will tnd that 
he wants to get going. Although he 
may not be entirely clear as to just how 
to go about it.” 


Don’t Leave Him on His Own 


A service man leads a well-organized 
life and he has been thinking how good 
it is going to be to get away from all 
that, and he probably will welcome re- 
lease from the military routine. “But 
don’t leave him on his own. To keep 
him happy and to put him quickly on 
the road back, it is highly important to 
get him underway without delay under 
a definite program of action—that is, 
doing things—the right things.” 

One of the strongest selling points 
in recruiting service men who have not 
been in life insurance is the stability 
of the business and the opportunity to 


Ts 


At Occidental Life’s “Billion Dollar Party” in Los Angeles—(Left to right) Gen- 
eral Agent Hoyt M. Leisure of Los Angeles, who welcomed Vice-president V. H. 
Jenkins into Occidental’s 30-year club for veterans; President Dwight L. Clarke, who 
sponsored the luncheon and presented Mr. Jenkins his 30-year recognition from the 
company at the party; Mr. Jenkins examining the diamond ring symbolic of Occi- 


dental’s “Star in the West” seal; 


A. D. Anderson, superintendent of accident and 


sickness department and chairman of the billion dollar drive; General Agent Charles 
E. Cleeton, Los Angeles, who spoke on behalf of Occidental’s field force. 


‘ death, the life income to her is equiva 


build up a renewal income. 


curity, Mr. Plogsterth asserted. 

Many men in service have enjoyed 
for the first time wide contacts with 
people and the insurance business, which 
is built on contacts, may have a real 
appeal to them now. 

However, Mr. Plogsterth warned, 
there is to be keen competition for 
salesmen. To meet it, it is going to be 
necessary to have something quite defi- 
nite in the way of a productive training 
program to offer these potential agents, 
Most of these men attended well or- 
ganized schools in service. These schools 
used the most modern training methods 
and were designed for a specific purpose 
—to produce results and produce them 
quickly. 

This prospective veteran agent is ac- 
customed to being trained and he has 
seen the results of training in his own 
case. He was taught to do, and do well, 
something about which he previously 
knew nothing. He’ll not only expect 
thorough training in life insurance, 
he’ll insist upon it. In most cases, he'll 
be interested in a program of action, 
one that will put money in his pocket 
early. 

Returned veterans will be better pros- 
pects for life insurance as “too many 
have seen life insurance with its work- 
ing clothes on,” Mr. Plogsterth declared, 
“They can name the widow or the 
mother of a fellow in their own outfit 
who is now living on life insurance 
income.” 

In discussions with servicemen about 
providing for payment of premiums 
through the soldiers’ and sailors’ civil 
relief act, Mr. Plogsterth found that 
only in dire emergency did the soldier 
want relief. The common attitude was: 
“T’ll pay the premium as long as I can. 
I don’t want to come out of this with a 
loan on my life insurance.” That was 
one asset he didn’t want impaired, Mr. 
Plofsterth observed. 

The returned veteran should definitely 
keep his National Service Life Insur- 
ance. “But there is another benefit he 
had as a soldier that he can’t keep, much 
as he may want to. The day a married 
soldier or sailor is discharged, he gives 
up the equivalent of a $15,000 to $17,000 
life insurance estate. And there’s noth- 
ing he can do about it. I refer to the 
government pension for dependents. 
That plan provides a life income of $50 
a month to his widow, and if there is 
a child, an additional $15 a month until 
that child is educated. If that widow 
were 25 years old at the time of his 


lent to around $17,000 of life insurance. 
_ “And, bear in mind that this pension 
is in addition to his National Service 
Life. When this man becomes our pros- 
pect, we do not need to talk to him 
about increasing his protection estate. 
With him it is a matter of replacing 
through commercial life insurance all of 
part of the protection estate, that is, the 
pension, which he had to give up. 
“Here are ten or more million met, 
mostly young men. Most of them now 
own some life insurance, government, 
commercial, or both. We don’t have 
to initiate that man into the advantages 
of life insurance. He sees life insurance 
today taking care of the widow of a maf 
in his own squadron. We don’t have to 
talk to him about the uncertainty of life. 
He knows plenty about that. Perhaps 
more than we do. I believe you will find 
he thinks very well of life insurance, 
both as something to own and in many 
cases as something he himself woul 
like to sell,” Mr. Plogsterth pointed out. 





Two New A. L. C. Members 


Federal Life & Casualty has joined the 
American Life Convention, along wit! 
Western States Life of Fargo, N. 
The addition of the two companies bring’ 
the total membership to 196. 


The re- | 
turned veteran is looking for such se- | 
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“Babe” Ruth receives his first Equitable 
Annuity Check during World Series 


Foresight during big days 
in Baseball rewarded by 
Guarantee of Substantial 
Monthly Income for Life. 


Last week “Babe” Ruth was invited to the Home Office of the 
Equitable to receive his first monthly check under the Retirement 
Annuity purchased by him during his big days in baseball. By a 
happy coincidence this first Annuity check came to him while the 
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1944 World Series was being played out in St. Louis. 


Twenty years ago, at the time he decided to purchase this 


Equitable Annuity, Mr. Ruth said: 


“When it comes to handling money, I realized long ago that my talents 





lay in an altogether different direction. I wanted to make sure, however, “Babe,” with his famous smile, displays 
that part of the good income which I was receiving from the Yanks would is Sect Sqpitable. Anquby shett. 
be put away safely. I wanted something that would take care of me when my batting eye might not be as good as it is today. 

So I have signed up for a large enough Annuity to keep me comfortable when the balls and strikes and home runs will be 


but pleasant memories. 


“With the Annuity income the Equitable will pay me I shall be able to go to the ball parks and watch other fellows 
knock ’em out, or I can travel and see the world, knowing that my Annuity checks will follow me wherever I go. Or I 
can play golf, or follow some other hobby. While I am a strong believer in life insurance, the policy I have taken with 


the Equitable is a form of life annuity upon which I am some day going to retire. I certainly like the idea of looking 


forward to a life-long income that will never shrink nor be in default, and I am mighty glad it is guaranteed by that 


grand old company, THE EQUITABLE.” 








“Babe” listening to Broadcast of 1944 World Series 
between the St. Louis Cardinals and Browns. 


Now—twenty years later 


On receiving his first check, Babe said: “Well, here I am, just past 
fifty years of age, receiving my first monthly check under an incame 
that will continue for life and here we are in World Seriés Week of 1944. 
I sure would like to be out in St. Louis watching the battle between the 
St. Louis Cardinals and the Browns, but I am now going up to my 
apartment and listen to the World Series radio broadcast as relayed 
from Sportsmans Park. It is a mighty comfortable feeling to have this 
Equitable check in my pocket, and to know that another one will be 
coming every month, year in and year out, as long as I live. It has all 
worked out just as I planned. Security and Financial peace of mind can 
mean a lot to a fellow in these troublous times.” 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue, New York, N. Y.  * 


Life Insurance and Annuities ° Thomas I. Parkinson, President 
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U. S. Chamber Says Next 
Move Is Up to Congress 


WASHINGTON — The _ Supreme 
Court’s denial of the S.E.U.A. petition 
for rehearing “more than ever places 
the responsibility for remedial action 
squarely upon Congress,” says the U. S. 
Chamber of Commerce, which describes 
the court action as “of great signifi- 
cance.” 

“If state regulation of insurance is to 
be maintained,” says the Chamber, “and 
if the operations of insurance compa- 
nies are to be safeguarded, legislation, 


or possibly a constitutional amendment, 
is mandatory. . 

“Notwithstanding the court’s decision, 
it still appears to be the desire of Con- 
gress to leave the business of regulat- 
ing insurance with the states.” 

Referring to draft legislation re- 
ported in preparation by the National 
Association of Insurance Commission- 
ers, the chamber expresses the hope 
that “this legislative program, when 
completed and placed before Congress, 
will be sufficiently comprehensive to re- 
ceive the full support of all sections of 
the insurance industry, and the public.” 
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Thousands of men and women in the United 
States own Canada Life policies just as thou- 
sands of Canadians have policies in United 
States companies operating in Canada. 


Thus, millions of dollars so entrusted annually 
to the Canada Life with confidence based on 
the Company's long record of service in the 
United States, not only maintain life insurance 
protection for the policy owners and their 
families but through the Investment of these 
funds in United States securities they are as- 
~ sisting the Nation's progress. 


THE CANADA LITE 


ASSURANCE COMPANY 
Established 1847 





WILL 











Promotes Dewey 
Cause Among 


Insurance Men 


Theodore M. Riehle, Equitable So- 
ciety general agent in New York and 
former president of the National Associ- 
ation of Life Underwriters, as chairman 
of the National Insurance Committee 
for Dewey and Bricker, has sent out “a 
call to arms to the insurance industry.” 
He urges policyholders and insurance 
personnel “to fight the attempts of fed- 
eral bureaucracy to wrest control and 
regulation of the insurance industry 
from the states.” 

Although the question is not on the 
ballot, Mr. Riehle contends that one of 
the decisions that the voter will be mak- 
ing at the polls Nov. 7 is whether insur- 
ance shall be controlled and regulated 
by the federal government or continued 
under the supervision of the states 
“where it has been safely and satisfac- 
torily regulated for more than a cen- 
tury.” He points out that the Repub- 
lican platform insists upon “strict and 
exclusive regulation and supervision” by 
the states, whereas the Democratic plat- 
form is silent on the subject. 

If Roosevelt is reelected, Mr. Riehle 
predicts that it will be notice to the in- 
surance business “of the continuance of 
grasping power on the part of the fed- 
eral government and that the institution 
of insurance will become another federal 
government enterprise.” 

Mr. Riehle states that his committee 
has organized 172 local committees and 
that groups have been organized jn the 
insurance industry in Connecticut, Cali- 
fornia, Illinois, Ohio, Pennsylvania, 
New York and West Virginia. 

Attempt at federal control of insur- 
ance, Mr. Riehle states, is an example 
of the dangerous trend toward an all 
powerful central government at the ex- 
pense of states rights. There is no de- 
mand from the public that the federal 
government enter the insurance business 
or assume its regulation. “The sole 
demand for federal control,” he states, 
“comes from the bureaucratic planners 
at Washington.” 


Insurance Institute Parley 


NEW YORK—As it did last year, 
the Insurance Institute of America is 
limiting its annual meeting to a luncheon 
of the board of governors at the Drug & 
Chemical Club, here Oct. 24, followed 
by the business meeting, including elec- 
tion of officers and governors for the 
ensuing years. Members may attend 
either meeting. 





MANUFACT 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 

Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 


727 MILLION DOLLARS 


(Including Deferred Annuities) 
ASSETS, 241 MILLION DOLLARS 


URERS 


| IFE 


INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 
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No Opposition 
Is Seen for 
Guertin Bills 


NEW YORK—The outlook for pass- 
age of the Guertin bills, changing the 
basis of reserves and nonforfeiture val- 
ues, is regarded as favorable in all states 
where there is need for such legislation 
before the new bases can be put into ef. 
fect, according to those who have sur- 
veyed the situation, The prospects are 
good in New York, although it is too 
early to tell whether the bill to be intro. 
duced will be the standard Guertin 
model or will have some added features 
to make sure that companies licensed 
here are not permitted to treat policy- 
holders less liberally on nonforfeiture 
benefits than is required under the pres- 
ent law. 

It is understood that before any bill 
is introduced in the New York legisla- 
ture it will have received the assurance 
of signature by the governor. This will 
avoid a repetition of what occurred in 
the 1943 legislative session, when the bill 
passed both houses by a comfortable 
margin but was vetoed by Governor 
Dewey, then only a short time in office, 
because he wanted to be more certain 
of the bill’s effects before signing so im- 
portant a measure. No bill was intro- 
duced in the 1944 session, one reason 
being that Superintendent Dineen’s time 
was largely taken up with the fire in- 
surance rate reduction question. 





Union Central Asks U. S. 
High Court to Dismiss Appeal 


WASHINGTON—Union Central Life 
has filed a statement with the U. S. Su 
preme Court opposing jurisdiction of 
writ of certiorari and motion to dismiss 
appeal of Scott A. Belden on behalf of 
himself and all other policyholders of the 
company in a case involving the com- 
pany’s plan to mutualize. 

The company contends that a state 
supreme court’s decision on a state law 
valid under a state’s constitution is not 
reviewable by the U. S. Supreme Court; 
that Belden “undertook to inject into the 
case a contract which does not exist, to 
the effect that the insurance company 
has covenanted not to change its cor- 
porate structure.” 

The company answer states no facts 
were shown warranting the conclusion 
that Belden “could sustain any loss by 
reason of mutualization.” 

The decision of the Ohio supreme 
court is held proper, and that judgment 
of a state court upon grounds including 
a non-federal ground, independent of fed- 
questions involved and_ broad 
enough to sustain the judgment, will not 
be reviewed by the Supreme Court. 





Northwestern Mutual’s Leaders 


H. B. Ruhl, special agent in the C. R. 
Eckert agency of Northwestern Mutual 
Life in Detroit, led its personal produc- 
ers in September in both lives written 
and amount of insurance sold. Among 
general agents, B. J. Stamm, Aurora, 
Ill, led in volume and the Eckert 
agency in number of lives. 





W. M. Blanton Suit Dismissed 


The suit of W. M. Blanton, of Char- 
lotte, N. C., former Pacific Mutual Life 
general agent in Tennessee, to collect 
$450,000 in damages on the ground 
that the company wrongfully terminated 
his contract has been dismissed by the 
U. S. circuit court of appeals at Rich- 
mond. 








ASSISTANT MANAGER 


Wanted by Minneapolis branch office of large 
Eastern Company. Salary, bonus and expenses. 
In reply gone state age and experience. Ou! 
agency staff has been notified. Address A-lé, 
The National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Illinois. 
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Build Stature of 
Agent, Andrews 
Urges ‘Ad’ Men 


N.A.L.U. Head Says 
Acceptance of Producer 
Needs Improvement 


W. H. Andrews, Jr., Jefferson Stand- 
ard, Greensboro, new N.A.L.U. presi- 
dent, in addressing the annual conven- 
tion of the Life Advertisers Association 
in New York, said the advertising men 
can aid the agent to take full advantage 
of the opportunities of the postwar pe- 


_ riod by building the stature of the agent 


in the eyes of the public as a career 
business man, competent to analyze 
their problems and prescribe the rem- 
edy and solution. Surveys still indi- 
cate, he said, that the consumer’s ac- 
ceptance of the worth and service of the 
agent has not gained the prestige which 
is enjoyed by the product and the busi- 
ness ot life insurance. 

The N.A.L.U., in cooperation with 
the companies, is continuously focussing 
its attention on plans and methods to 
raise the business standards of life un- 
derwriters and improve their service. 
Through association meetings and train- 
ing courses, and through the C.L.U. 
movement, he declared, “we have en- 
deavored to do this and at the Detroit 
convention our board of trustees and 
our national council approved the 
launching of a much broadened and 
improved plan of life underwriter train- 
ing designed to further improve the 
selling and service methods of its 
members.” 

“We are convinced that the infre- 
quent public misunderstandings of our 
business have stemmed largely from the 
fact that the American people have had 
it but inadequately explained to them. 
The American public has a valid right 
to know everything we can tell and 
show them about our business and our 
product and it is our responsibility to 
get this message across to them in sim- 
ple, every day language.” 


Public More Enlightened 


After the war salesmen will be con- 
fronted by a much more enlightened 
public. In all businesses, consumer 
spokesmen have forcefully presented the 
need and demand of consumers to buy 
more intelligently and they have urged 
business to meet that need through 
more informative advertising, sales pro- 
motion and selling. 

The advertising men, he said, must 
go into the field and show the agents 
just how, when and why they can make 
use of the excellent material “you are 
preparing to help them render more ef- 
ficient and qualified service to their pol- 
icyholders and at the same time earn 
a living for themselves in this business.” 

The greatest single social factor in 
the life of the American citizen today 
is social security and as a social service 
life insurance has a great and glorious 
story to tell, he asserted. “I propose to 
develop this theme in some of my talks 
as I move about the country this year 
but I would like you to keep this 
thought in mind as you go about plan- 
ning your advertising and sales promo- 
tion material this fall. It seems to me 
that we are going to have to sing our 
song of the social significance of life 
insurance a little louder in the years 
just ahead.” 

The problem faces the field forces of 
shifting prospecting and sales approach 
methods in the shift from war to peace. 

The professional and salaried group 
as a market will merit attention in the 


post war period. These men aren’t 
going to move out of town as soon as 
the war plants close down and their in- 
come will decline less rapidly than 
other groups. 

“If, as the Committee for Economic 
Development tells us, 40% more sales- 
men will be needed to produce the na- 
tional income we shall need to maintain 
a prosperous peacetime America, there 
is another income group to which you 
might well direct your advertising and 
sales promotion material. 

“Millions of houses are going to be 
built as soon as possible after this war 
is over. This indicates another channel 
for your efforts. Manufacturers of 


building material and equipment should 
be logical prospects and those millions 
who buy those homes will need mort- 
gage insurance. 

“Thousands of new businesses will 
grow up after this war, thousands of 
others have dena in this war period 
and will contthue to grow in the post- 
war period. Most of these businesses 
will be small partnerships and close 
corporations. This indicates a-market 
for business and partnership insurance 
in the small income bracket. 

“The American farmer today is in a 
more stable financial condition than he 
has been in years. Demands for farm 
products will continue large for many 


years to come. Farmers will present a 
profitable market for life insurance in 
the postwar period and your advertising 
and. promotion efforts in that direction 
will not be wasted. 


Social Security Approach 


“The social security act has built a 
definite market for life insurance. Peo- 
ple will need to be taught that while 
the social security benefit provides the 
basic subsistence level of living, life in- 
surance can provide that little extra 
needed to maintain a comfortable living 
above that standard. You are already 
producing some excellent material to 
develop this market and it will present 
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Succersful Continental American 
Ficld Representative for 3 Good Reasons:—" 


“I'm the Type of Man Who Can Meet and Sell the Preferred Class of Buyers—the 

¢ Ones Who Buy the Larger Amounts. I’ve proved that now. But the hardest thing I 
had to do was to get the job. They said then and I know it now that they are looking only for 
a limited number of men of a certain type—those who have the stuff to succeed in selective 
life insurance selling—for life.” 


2. 
3 


“| Received a Thorough Training on a Definite Sales Program. The training was 
not hard—but it was thorough and sound and sensible. When I went out I was con- 
fident because I was prepared.” 


“I'm Paid Unusually Well and Have Been from the Start. Continental told me 
when I was first interviewed that their compensation plan has always favored men 


who are successful. That’s why they are so careful in choosing them. I had never been in 

: the life insurance business. Their compensation plan during my first two years appealed to 
me and it certainly has proved to be sound. It helped me get established. I’m making out 
because I have always had a feeling of security and I’ve seen older men with the Company do 
iust what I’m doing—make real money—and then retire well fixed,” 


"These ane the reasons Tm hafefsy— the reasons Tm going places with Continental somertcan” 





CONTINENTAL AMERICAN 


LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
MAX S. BELL, Vice-President 
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even greater opportunities to you in the 
postwar period. 

“The field forces will look to your 
agency departments to analyze and: in- 
terpret these trends to them and you 
men and women must gear your efforts 
to produce merchandising and promo- 
tion plans to help your agents enter 
those new channels for business. You 
must acquaint yourselves with the 
trends and developments in other lines 
of business in order that you may an- 
ticipate and prejudge their influence on 
the business of life insurance selling. 
Shifts in earning groups must be care- 
fully charted and counteracted by paral- 
lelling shifts in our sales strategy.” 


Institute to Hold Parley 
in New York Nov. 30 


NEW YORK—The Institute of Life 
Insurance will hold its annual meeting 
here Nov. 30 at the Waldorf-Astoria. 
The meeting is scheduled on the day 
preceding the annual business session of 
the Life Association of America. 

The morning session will be devoted 
to reports and a discussion of public re- 
lations practices. In the afternoon di- 
rectors will be elected. 





$15 


Tiffany Named 


Illinois Actuary 


Carl A. Tiffany of Des Moines has 
been appointed actuary of the Illinois 
department. 

Mr. Tiffany graduated from the Uni- 
versity of Iowa and completed a year 
of graduate work in actuarial science. 
He was first employed by Taylor & 
Taylor, consulting actuaries of Cedar 
Rapids and later by Ace Mutual of 
Iowa. Since 1941 he has been employed 
in the Iowa department, first as assist- 
ant actuary and for the last two years 
as chief actuary. 

In Illinois, he takes the place of 
James Reeder, who resigned to become 
actuary of Missouri Ins. Co. 





The League of Life Insurance Women 
will present Lisa Sergio, widely known 
radio commenator, in a lecture at 
Hunter College Playhouse, New York 
City, Oct. 24 at 8:30 p. m. Miss Sergio 
was Mussolini’s secretary and interpre- 
ter but later criticized the fascist ad- 
ministration and barely escaped prison 
in escaping to America. 


$i@ PER MONTH 
FAMILY INCOME 





(Because $10 is often too little) 


Yes, our new Family Income plan provides $15 
per month benefit for each $1,000 of basic insur- 
ance. It’s written as a rider on the 10, 15 or 20- 
year plans, or until ages 55, 60 or 65, and we'll 
add it to most Life and Endowment policies and 
many Term policies, including Five Year Renew- 
able and Convertible Term. 


We add the rider to an existing policy, too, ‘or you 
can attach it to part of a policy. 


Note: The $10 per month Family Income rider is 
still available—on the 10, 15, and 20-year plans 
and to ages 55, 60 or 65. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE & LOS ANGELES 


V. H. Jenkins, Vice-President 


"We pay lifetime renewals they last as long as you de” 





Predicts State 
Regulation, Taxes 
Will Be Upheld 


Reuel L. Olson, a Los Angeles lawyer, 
has prepared an analysis of the insurance 
commerce case decisions in which he 
concludes that continued state regulation 
and state taxation of insurance is entire- 
ly consistent with the leading opinion in 
the S.E.U.A. case. 

Mr. Olson contends that the “self- 
imposed limits” of the majority opinion 
have been generally overlooked in the 
furore resulting from the decision. Also 
the fact that at least for 40 years insur- 
ance lawyers have recognized that de- 
cisions of the Supreme Court upholding 
state insurance laws do not necessarily 
constitute a denial of federal power to 
regulate insurance is currently being 
largely overlooked. 


Takes Issue With Stone 


Mr. Olson contends that Chief Justice 
Stone is not warranted in his dissenting 
opinion statement that “the decision now 
rendered repudiates this long continued 
and consistent construction of the com- 
merce clause (that insurance is not in- 
terstate commerce).” 

Neither, according to Mr. Olson, is 
there justification for Justice Jackson’s 
statement that the decision at very least 
will require an extensive overhauling of 
state legislation relating to taxation and 
supervision. 

The excitement now raging, according 
to Mr. Olson, reached its present in- 
tensity in view of the dissenting opinions 
of Stone and Jackson. However, Mr. 
Olson predicts that if the validity of state 
statutes regulating and taxing the busi- 
ness is brought into question on the 
ground that such statutes constitute a 
burden upon interstate commerce, the 
Supreme Court justices that were respon- 
sible for the leading opinion in the 
S.E.U.A. case very probably would up- 
hold those statutes. Also it might be 
expected that Stone, Jackson and Frank- 
further would join in so doing. 


Different Type of Controversy 


The type of problem in all of the 
cases before the Supreme Court in which 
the validity of state statutes regulating 
insurance was under attack, according to 
Mr. Olson, presented a different contro- 
versy than was.presented in the S.E.U.A. 
case where the validity of a state statute 
was not in question in any manner. Jus- 
tice Black who wrote the majority 
opinion, according to Mr. Olson, believes 
that in all of those cases in which atten- 
tion was focused on the validity of state 
statutes, the desirability of affirming the 
validity of such statutes by asserting that 
insurance is not commerce does not pre- 
vent the Supreme Court in an entirely 
different type of situation from asserting 
that insurance is interstate commerce. 

Mr. Olson finds particular significance 
in a statement of Black: “. . . to uphold 
insurance laws of other states, including 
tax laws, Paul vs. Virginia’s generaliza- 
tion and reasoning had been consistently 
adhered to.” 

In other words, Black is saying that 
not only has the generalization and rea- 
soning of Paul vs. Virginia been con- 
sistently adhered to in cases where the 
point under consideration was whether 
or not insurance laws of other states, 
including tax laws, should be upheld but 
so far as Black is personally concerned 
he sees no reason why such state statutes 
should not continue to be upheld. 

Justice Black, Mr. Olson declares, 
takes the position that when the result 
of judicial action will be too narrow the 
scope of the federal power to regulate 
the activities of a great business carried 
on back and forth across state lines, 
when the precise issue is not the validity 
of a state statute which already regu- 
lates that business, he is going to go 
slow in striking down an act of Congress 
which appears to be applicable. 

Black contends that in marking out 
the activities properly within the sphere 


Former President of 
Union Mutual Life Dies 








SYLVAN B. PHILLIPS 


Sylvan B. Phillips, who served as 
president of the Union Mutual Life from 
1933 until 1939, died at his home at 
Portland, Me., after a brief illness. His 
entire business career had been with 
Union Mutual. He started in 1886, was 
elected secretary in 1914, was placed on 
the board two years later and in 1928 
was elected vice-president. Since retir- 
ing as president he continued to serve 
on the finance committee and as a di- 
rector. 


Lt. Col. W. K. McKnight Named 


Lt. Col. W. K. McKnight, who has 
served more than two years in this war 
and more than 1%4 years in the former 
war, has been placed on the inactive list 
in the field artillery reserve, and has 
been appointed special agent by North- 
westernMutual Life at Jamestown, N. Y. 
Formerly he was in the insurance busi- 
ness in Pittsburgh. Lt. Col. McKnight 
has held his present military title for 
10 years. 


H. L. Wofford’s Son Speaks 


H. L. Wofford, Jr., whose father is 
manager of Prudential’s 90 John street 
office in New York City, addressed the 
New York “Herald Tribune” forum this 
week on youth’s attitude toward inter- 
national problems. He is a cadet in the 
army air forces at Craig Field, Ala., and 
is the founder of the Student Federal- 
ists, affiliated with the Federal Union, 
Inc., whose president is Clarence Streit. 











‘Dawson Speaks in Boston 


The Boston Life Insurance & Trust 
Council at its first meeting of the year 
heard C. Preston Dawson, New Eng- 
land Mutual, New York, chairman of 
the pension committee of the N.A.L.U., 
discuss Mimeograph 5717, the 30% 
stockholders rule and Treasury Depart- 
ment developments in respect to tax 
regulations. 





Brown to Canadian Office 


The appointment of Don C. Brown as 
associate-secretary of the Canadian Life 
Insurance Officers Association is an- 
nounced. Mr. Brown has had broad 
experience in the newspaper and adver- 
tising fields and has recently been with 
the wartime information board in Ot- 
tawa. He will be primarily responsible 
for all matters pertaining to institutional 
advertising activities. 








of state action and those properly within 
the sphere of federal action, the primary 
test applied by the Supreme Court is 
not the mechanical one of whether the 
particular activity affected by the state 
regulation is part of interstate commerce, 
but rather whether in each case the com- 
peting demands of the state and national 
interests involved can be accommodated. 
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Hendershot Named 


LAA President 
at New York Parley 





(CONTINUED FROM PAGE 1) 


Lewis B. Hendershot, Berkshire, has 
been chosen to succeed him, having been 
advanced from the vice-presidency. 

A. H. Thiemann, New York Life, put 
the program together as general chair- 
man. Joseph B. Treusch, United States 
Life, exhibits chairman, had the walls 
of the meeting room and the adjoining 
foyer lined with interesting displays of 
the material of dozens of member com- 
panies. 


Luncheon Starts Meeting 


A get-together luncheon got the meet- 
ing off to a good start. Mr. Thiemann 
presided. He characterized the 
gathering as a war time conference, 


BART LEIPER 


emphasizing that all of the sessions 
would be of a strictly business nature 
and that the entertainment and _ social 
features had been reduced to a minimum. 
He introduced those at the head table, 
who included James A McLain, presi- 
dent Guardian Life, and Col. Robert 
Maclellan, formerly vice-president Provi- 
dent Life & Accident. All of the con- 
vention chairmen were named, com- 
mended and asked to take a bow. A 
brief welcoming talk was given by Presi- 
dent Bart Leiper. 

Col. L. J. Grayson, officer in charge 
of life insurance section, the adjutant 
general’s office, was the first speaker at 
the business session. Col. Grayson told 
how the government has put $100 billion 
of National Service Life Insurance on 
the books, and the numerous ways that 
private industry helped to do the job. 
He showed how competently the work 
had been done when he said that -in 
June, 1941, the average National Service 
policy was for $3,260. A year later the 
average was $5,000. In June, 1943, it 
stood at $7,800, and today the average is 
$9,400. 


Tells Canadian Plans 


A. L. Cawthorn-Page, formerly man- 
ager Canadian publicity division Metro- 
Politan Life and now director of informa- 
tion of Canada’s wartime prices and 
trade board, spoke on Canadian life in- 
surance, economy and post-war plans. 
He outlined the comprehensive plans 
Canada has evolved through legislation 
for meeting the situation when the coun- 
try changes from a savings to a spending 
economy. He ~ave a carefully considered 
and well received “hands across the 
border” talk. 

In honor of Mr. Cawthorn-Page and 
to lend strength to the idea of holding 
next year’s L. A. A. meeting in Quebec, 
there was on hand the largest Canadian 





delegation ever to attend one of these 
meetings. In addition to Mr. Cawthorn- 
Page, it consisted of D. M. Tudhope, 
National; Edward Morton, North Ameri- 
can; Percy J. Lyons, Manufacturers; 
M. I. Gilbert, Crown; M. S. Crockford, 
Excelsior; J. H. Castle-Graham, London; 


Clifford Elvins and H. J. Brown, Im- ° 


perial. 
Don Ross, merchandising manager 
“Successful Farming,” concluded the 


first session with a discussion of how to 
sell and advertise to the farmer. It was 
the same talk he gave at the north cen- 
tral round table last spring. 

The farm market has been almost 


ignored, and because of the great need 
for life insurance among farm families 
and the ability to buy substantial 
amounts of insurance, the farm market 
deserves more attention than it has ever 
yet received ‘by the life insurance men, 
Mr. Ross said. 

The farmer has long been considered 
a buyer of small policies, but actually the 
farmer is a large life insurance buyer, 
Mr. Ross asserted, pointing out that with 
farm income at an all time high, farmers 
are in a position to buy substantial 
amounts of life insurance. 

Don’t talk retirement to a farmer, Mr. 
Ross warned. “He doesn’t retire, he just 


‘takes it easy’ later. Don’t neglect the 
farm homemaker. She is a partner in 
the business of farming. Don’t talk buy- 
ing insurance. Talk ownership. Don’t 
hesitate to tell your whole story in ad- 
vertising. The farmer is a good reader.” 

The farmer should be considered a big 
business man. Farm families are large 
and that means gréat need for protec- 
tion with many prospects. Show the 
farmer how insurance works. “After all, 
he has been your most neglected pros- 
pect and he does not understand insur- 
ance as thoroughly as does your well- 
worked urban prospect,” Mr. Ross 
observed. Give him illustrations right in 














<@§ Remember how your mother used to stand you up against the wall, lay a 
horizontal stick on your head, and measure how tall you were ? 


<@5 We did that the other day, with the leading thirty Franklin representatives. 
And were we delighted! Twenty-two of these leaders showed a total improve- 
ment of $1,344,000.00 over their 1943 volume. Think of it—a $1,344,000.00 
increase in the net paid business ! 


<5 The other eight are all “babies”—new members of the Franklin organization 
since January 1—yet they produced a total of $1,554,000.00 of net paid 


business. 


«#5 Frankly, we expect our Franklin representatives to grow. We provide them 
with all possible helpsp—such as modern policy forms, effective promotion 
material, and sympathetic Home Office attention—to assist them to grow. 


«e§ So, if you have stood yourself up against the wall, and are not satisfied with 
what you discovered, inquire about the Franklin formula. Perhaps we can 
help you grow too. 
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CHAS. E. BECKER, PRESIDENT 
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SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Quarter Billion of Insurance in Force 








HieNATIONAL UNDERWRITER 


October 20, 1944 




















TO THE NAVY 


Raked with broadsides from 18 pounders; a steady hail of 
round shot and grape making decks a shambles of splintered 
timbers; rigging, spars, top sails and mizzen mast gone; hold 
rapidly filling with water; most of her men dead or dying, 
the old Bon Homme Richard, under the command of Com- 
modore John Paul Jones, was sinking that September night 
in 1779, torn to pieces by the onslaught of the British ship- 
of-war, Serapis—sinking but not lost for Commodore Jones 
refused to surrender, crying out when challenged, “I have 
just begun to fight.” Day came, the Bon Homme Richard 
slid beneath the waves, but the Serapis was a captive of the 
Americans and carried them into port. 

Early in 1942, beaten by mountainous waves, a tiny naval 
craft, a P-C boat, anchored fore and aft, was fighting out a 
storm in the Bering Sea. An anchor fouled and had to 
chopped away. Battered this way and that, the little boat 
was being torn to pieces when a liberty ship reached her 
with life lines. A hawser broke! She swung free, then 
crashed into the prow of her rescuer. The great hole torn 
in her side made abandonment imperative, but those lads in 
blue held on. The next: day, the little P-C, with the jagged 
hole stuffed with a mattress, sailed into Dutch Harbor for 
repairs. 

Here’s to the boys in navy blue! They ride out their storms, 
be they wind or battle, and we are proud to be giving them 
our finest protection—on the home front as well as the 
battle front. 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 











FRANKFORT INDIANA 











As of January 1, 1944, according to the 
recently published compilations by a well 
known insurance journal. 


PILOT LIFE RANKED— 
—69th in 
—7 1st in 
—68th in 
—68th in 
—8I1st in 
—93rd in Total Expenditures 
—68th in Admitted Assets 
—57th in Surplus Funds 


Size 

New Business 

Premium Income 

Total Income 

Payments to Policyholders 


“A Good Company to Work With!" 


PILOT LIFE 
INSURANCE COMPANY 


Greensboro, N. C. (f 
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his own neighborhood of how insurance 
is working for other farm families. 

There was a good turnout at the pres- 
ident’s reception which followed the 
business session. The entire Tuesday 
morning meeting was devoted to one 
subject, “Our Opportunities and Obliga- 
tions with Returning Service Men.” 
Charles E. Brewer, Jr., Mutual Benefit, 
was the presiding chairman. Six speak- 
ers were heard on various phases of the 
problem. W. T. Plogsterth, Lincoln 
National, himself a returned serviceman, 
gave the point of view of those return- 
ing from military life. 

E. Paul MHuttinger, vice-president 
Penn Mutual, discussed the reeducation 
of the returned serviceman. He out- 
lined the high points of the C. E. D. 
training program and its application to 
life insurance. He insisted that top man- 
agement must take an active interest 
and part in training in the future. 

H. G. Kenagy, superintendent of 
agencies Mutual Benefit, spoke on “The 
Re-establishment of the Returned Serv- 
ice Man.” The army and war industry 
has taught the importance and necessity 
of intelligent training, Mr. Kenagy said. 
Those who have been subjected to such 
training should be ready for the life in- 
surance training that can reestablish 
them in the business. 

Getting the returned service man back 
into production was the topic of Griffin 
M. Lovelace, vice-president New York 
Life. Mr. Lovelace said that all home 
coming agents will have to be informed 
thoroughly regarding company changes, 
changes in the industry and selling 
methods. He must be provided with an 
up-to-date file of old policyholders. The 
agent will need a complete working pro- 
gram of leads, letters to policyholders, 
inquiry cards, follow up of lapses an 
detailed data on the present day status 
of policyholders and new life insurance 
needs they may have. 

“Building Tomorrow's Sales Force 
Today” was the subject of Seneca M. 
Gamble, Massachusetts Mutual. His 
company has published a booklet called 
“A Captivating Career for Women,” de- 
signed to stimulate the recruiting of 
women. Mr. Gamble believes that 
women in large numbers can be at- 
tracted to life insurance selling. He is 
optimistic over the possibilities of re- 
cruiting returning service men. and 
women. His company has prepared ma- 
terial designed to interest them. 

David W. Tibbott, New England Mu- 
tual, described the work his company 
has done in persuading those in the 
service to take the full $10,000 of Na- 
tional Service Life Insurance. This was 
done through advertisements in nation- 
ally circulating magazines and through 
advertising in behalf of the Red Cross 
and the rehabilitation of discharged vet- 
erans. Mr. Tibbott said that for the 


next several years the principal life in- 


surance market will be among the 12 
million men and women now in military 
service, and it is important to create in 
their minds a favorable and friendly at- 
titude toward the life insurance indus- 
try as a whole. 

John M. Ehle, Imperial Life of Ashe- 
ville, chairman service contact commit- 
tee, said that 45 L. A. A. men are in 
the armed forces and urged the mem- 
bers to correspond with them. 

Mary F. Barber, assistant to the 
president Penn Mutual, was the chair- 
man at the Tues- 
day afternoon ses- 
sion at which T. J. : 
Ross of Ivy Lee & 
T. J. Ross was the | 
first speaker with 
his talk on life in- 
surance public re- 
lations. He = said 
public relations is 
a Man a-¢ e = 
ment function. In- 
dustry ranks well 
today in the public 
mind, Mr. Ross 
said, because of its 
war time perform- 
ance, but he warned that this feeling 
may change if big business does not 
function effectively in the post war 


T. J. Ross 





period. Advertising interprets business 
to the public and must not be neglected 
during the critical years following the 
end of the war. 

The cooperative anti-inflation cam- 
paign that has been carried on by the life 
companies was explained by Robert 
Simpers of the J. Walter Thompson Co, 
He substituted for Henry Flower who 
was unable to attend. He exhibited the 
advertisements that have been used and 
read a number of commendatory letters. 

Life insurance editing and how to 
make life company publications more 
readable and interesting were considered 
in the talk of W. R. Foukes, Prudential. 

Corinne Loomis, associate general 
agent John Hancock, Boston, spoke in- 
terestingly on the woman’s market, 
which she said has shown an 18% in- 
crease in the past year. The persistency 
record on womten’s business is 50% bet- 
ter than that on men. She told of the 
results of a survey she has conducted 
on national advertising done by life com- 
panies. She found that most of those 
questioned could recall the names of 
only four nationally advertising compa- 
nies. A majority of those queried were 
able to name but one of the four. She 
advocated that the advertising compa- 
nies stress only one idea; that they all 
advertise the same thing. 

Public relations, Mr. Ross said, is so 
conducting business as to merit public 
good will and seeking actively to ob- 
tain it. 


Management Function 


Public relations is essentially a man- 
agement function. It is not solely the 
function of advertising or other forms 
of publicity or sales promotion. It is 
not measured in column inches of news- 
paper space. The real public relations 
officer of a business is the head of that 
business. The man who may have the 
title should advise with the management 
on public relations, and should help ar- 
ticulate the company’s policies and prac- 
tices. His job is to help create and 
shape policies which, if sincerely prac- 
ticed and effectively made known to the 
public, will be reflected in public good 
will. His work, if successfully done, 
wil result in telling the company about 
the public and in telling the public about 
the company. 


ATTITUDE OF PUBLIC 








Many factors affect public attitudes 
toward business corporations, in addition 
to the integrity of the product or serv- 
ice. Every employe may. affect in some 
way the public attitude toward the com- 
pany and its operations. 

The public relations attitude of the 
company stems from the top. Usually, 
if the top management thinks in terms 
of public relations, the rank and file 
will. do likewise. 

There is increasing recognition on 
the part of management that public re- 
lations is just as essential in the manage- 
ment functioning of the business as 
finance, accounting, sales, law and other 
departments. The public relations man 
must be just as competent in his field 
as the finance officer, the comptroller, 
etc. He must gain the confidence of 
all these management officials so that 
they will tell him their story and listen 
to him. On its part management should 
put him in the position of knowing what 
is going on or contemplated before it 
happens. 


Publicity Not Cure-All 


Publicity is not a cure-all for things 
that require a surgical operation. They 
do not expect their publicity relations 
men to write the newspaper headlines, 
to get things in the papers or to keep 
them out. They realize that it is better 
to get at the cause, than to try to soothe 
the public’s complaint or dissatisfaction. 

When the press publishes unfavorable 
news about their company, it is better 
to look into the facts before condemn- 
ing the press for fancied hostility. 

Industry is well regarded at present. 
It has done a war job far beyond any- 
one’s dream or imagination at the out- 
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set of the war. But how long indus- 
try’s flag will remain near the top of 
the flagpole of public opinion is a ques- 
tion that depends for its answer on cir- 
cumstances only partially in the con- 
trol of industry itself. 

What, for instance, will be the pub- 
lic’s verdict on how well industry, when 
the time comes, reconverts from war to 
peace time production? If the actual 
transition should be held up by condi- 
tions beyond industry’s control and yet 
people are led to believe that govern- 
ment has done its part, what will the 
public think? 

What will be the public’s verdict about 
industry in the matter of job opportu- 
nities when demand for war goods 
ceases? The fact is that jobs are pro- 
vided only by the public’s demand for 
the things that industry produces or 
the services that business renders. 


D. Bobb Slattery, superintendent of 
agencies National Life of Vermont, was 
the first speaker at the final session 
with his talk on “Selling the Juvenile 
Market.” He recounted the arguments 
favoring juvenile coverage, saying that 
3 million babies will be born in 1944. 
From the agents’ standpoint, there is 
something very vitalizing about getting 
new names of young policyholders in 
the prospect file. 


Use News Interest 


Use of news interest in stimulating 
the interest of life agents was discussed 
by William R. Foulkes, editor of publi- 
cations Prudential. There is a limited 
number of basic arguments for life in- 
surance no matter how compelling they 
may be, he pointed out. “However, 
when we interpret the need for life in- 
surance in terms of current happenings, 
we appeal to people’s natural interests 
at the same time that we show them 
the need.” 

By showing the relations of life in- 
surance protection to life situations, the 
inferences are quickly grasped by 
agents. “They, fired by a new enthu- 
siasm, more easily interest their pros- 
pects because it is almost an unfailing 
truth that such conditions have been 
met in the day-to-day activities of the 
prospect,” Mr. Foulkes declared. 

The latest social security facts can be 
used to show the need to-supplement 
social security income and assure an in- 
dividual enough money in old age, 
rather than just enough. Showing the 
current shortage of homes provides a 
definite reason why a man must arrange 
through mortgage insurance to keep his 
family in their own home, if he should 
be taken. 

“The G. I. bill of rights affects even 
the millions of youngsters too young to 
get into the war, for they will meet the 
competition of the returned soldiers 
given college training by the govern- 
ment; just one more reason why, in the 
case of a youngster, it is up to father 
himself to guarantee a college educa- 
tion,”’ Mr. Foulkes pointed out. 


“All these are references to current, 
widespread conditions — subjects in 
which all insurable individuals are al- 
most certain to be interested. Such im- 
Plications are seldom questioned by 
either the agent or the prospect and we 
have found a frank and timely discus- 
sion of them to be well worth the time 
and effort we give to the job,” he de- 
clared. 


Exhibit Awards Announced 


The feature of the last session was 
the announcement of the exhibit awards 
and the discussion that followed. Joseph 
Treusch, United States Life, was in 
charge of this part of the program as, 
exhibits chairman. 

Douglas Murphey, Metropolitan Life, 
read his report as chairman of the judges 
committee. Mary Weaver, Campbell 
Ewald Co., and A. W. Nelson, Institute 


of Life Insurance, two of the five judges 


who scored the exhibits, made brief com- 
President Bart Leiper read the 


Plaques were awarded to the four 
Sweepstakes winners, they being: 1, Sun 
Life of Baltimore; 2, United States Life; 


LAA Competitive 


Award Winners 


NEW YORK—The 1944 award win- 
ners of Life Advertisers Association 
12th annual competitive exhibits were 
announced Wednesday morning at the 
L.A.A. meeting here. Judges were 
Mary Weaver, Campbell Ewald Co., 
Nicholas Samstag, “Time”; A. Wilbur 
Nelson, Institute of Life Insurance, and 
William Chessman, “Collier's.” The 
companies are classed in four groups ac- 
cording to ordinary life insurance in 
force as of Jan. 1, 1944. Sweepstakes 
plaque winners are: Group 1, Sun Life 
of America; group 2, U. S. Life; group 
3, Imperial Life of Canada; group 4, 
Provident Mutual. Certificates of ex- 
cellence were awarded as follows, the 
numerical figure indicating the groups: 


Sales promotion to sell sales promo- 
tion: 1, Monarch, Occidental Life; 2, U. S. 
Life; 3, Berkshire, National Life & Acci- 
dent; 4, Equitable Society, Mutual Bene- 
fit, Penn Mutual. , 

Publications addressed to agents: 1, 
Home Beneficial, Imperial, N. C., Sun Life 
of America; 2, Northern Life, Seattle, 
Shenandoah, Union Mutual; 3, Franklin, 
Pan-American, Washington National; 4, 
New York Life, Provident Mutual, Union 
Central. 

Prospecting or pre-approach material: 
1, no entry; 2, American Mutual, Com- 
monwealth, Shenandoah; 3, Business 
Men’s Assurance, Continental American; 
4, New York Life, Reliance Life, State 
Mutual. 

Sales aids: 1, Fidelity Life Association; 

3, Commonwealth, Excelsior Life, Canada; 
3, Franklin, General American, Washing- 
ton National; 4, John Hancock, Mutual 
Life of New York, Union Central. 
" Prestige and good-will builders: 1, 
Girard Life, Home Beneficial, Monarch 
Life; 2, American Mutual, National Life 
of Canada; 3, Imperial Life of Canada; 
4, New England Mutual, New York Life, 
Provident Mutual. 

Policyholder relations: 1, Fidelity Life 
Association, Occidental Life, Cal., Pro- 
fessional Insurance Corp.; 2, Northern 
Life, Seattle, United States Life; 3, Home 
Life of New York, Imperial Life of 
Canada, National Life & Accident; 4, Con- 
necticut Mutual, State Mutual, Union 
Central. 

Magazine advertising: 1, no entry; 2, 
no award; 3, no award 4, John Hancock 
Mutual, Northwestern Mutual, Travelers. 

Newspaper advertising: 1, no entry; 2, 
American Mutual, Excelsior Life of 
Canada, United States Life; 3, Imperial 
Life of Canada; 4, Jefferson Standard, 
Mutual Life of New York, Sun Life of 
Canada, 

Insurance journal advertising: 1, Fidel- 
ity Life Association, Girard Life, Stand- 
ard Life of Indiana; 2, Northern Life, 
Seattle, Security Mutual, Union Mutual; 
3, Central Life of Iowa; Franklin Life, 
General American; 4, John Hancock Mu- 
tual, Penn Mutual, Provident Mutual. 

“War baby” projects: 1, Sun Life of 
America; 2, no entry; 3, Washington Na- 
tional; 4, Connecticut General, Equitable 
of Iowa, Penn Mutual. 





In Force Ranking Used 


Herbert C. Remien, Grand Rapids 
general agent of Connecticut Mutual, 
has adopted a new idea for his agency 
bulletin. Gains in insurance in force 
are .shown for each agent. Each 
agent’s objective is shown, his monthly 
average, increase to date and balance 
needed in the period remaining. 

Mr. Remien said that insurance in 
force is the true measure of the success 
of an individual. It isn’t what the 
agent pays for in any one year, but 
rather what he has in force after five 
years, ten years, etc. that counts, he 
declared. 








3, Imperial Life of Canada; 4, Provi- 
dent Mutual. 

Richard Rhodebeck, United States 
Life, led the discussion of the exhibit. 
He stood in front of many of the dis- 
plays, elicited comment on them and 
asked those who produced them to speak 
briefly. This part of the program 
aroused considerable interest. 

William H. Andrews, Jr., Jefferson 
Standard, the newly elected president of 
the National Association of Life Under- 
writers, was the concluding speaker with 


-his talk on “Tomorrow’s Opportunities 


and Obligations.” 

The newly elected officers were in- 
stalled and the farewell luncheon on 
a brought the meeting to a 
close. 


Prepare for New Security 


Life Lien Reduction 


S. H. Nerlove has issued his third 
report as sole surviving trustee of Se- 
curity Life of Chicago trust. The con- 
dition of the trust is shown as of March 
31, 1944. At that time the trust had 
$1,019,000 assets of which about $351,000 
was in relatively slow moving rgal estate. 

The federal court, Nerlove reports, 
has approved the payment of a liqui- 
dating dividend of 5% of the original 
obligations of the trust and this involves 
a liquidation of about $486,000 of assets. 

The aggregate cash payments neces- 
sary to effect this dividend after allow- 
ance for policy indebtedness and ad- 
vances against liquidating dividends will 
be about $353,000. Of this amount 
$195,000 will be transferred to Central 
Life of Chicago to be applied toward 
reduction on Security Life policies. The 
application of these funds will be ef- 
fected by Central Life on March 1, 1945, 
to reduction of original policy liens as 
of Dec. 31, 1944. It is estimated that the 
resulting reduction of liens probably will 
be 35% of the original policy liens. On 
the basis of that estimate the original 
liens on Security Life policies now in 
force will then have been reduced to 
less than 25% of their original amount, 


MEN 


not considering accrued interest on 
policy liens, which it is understqod, now 
amount to about 85% of the original 
lien. 

The aggregate cash payments to other 
approved creditors will be about 
$158,000. 

The first liquidating dividend of 5% 
was paid in 1938 and a second of 3% 
in 1940. 

The original lien was 100% with in- 
terest at 5% compounded. The lien has 
been reduced by 41% and now stands at 
59% plus 85% on account of accrued in- 
terest. If the 5% liquidating dividend 
brings about a 35% reduction, the lien 
will then be 24%. plus accrued interest. 

When the business was reinsured in 
Central Life, all the assets were retained 
in the trust to be liquidated by the 
trustee and distributed by him between 
the dissenting policyholders and Central 
Life for account of lien reductions. 


Loder Omaha C. L. U. Head 


The Omaha C.L.U. chapter, at its an- 
nual meeting Monday, elected Merle 
Loder, Mutual Life, president; Robert 
T. Burns, Northwestern Mutual, secre- 
tary. 





Norman B. Bertolette, president of 
the Hartford Gas Co., has been elected 
a director in the Travelers companies. 


WITH — 
ABILITY 


Men with ability, consider this: the 
Shenandoah Life has shown a substantial 
gain in business in force every year since 
organization in 1916... through boom 
years and depression. Enjoy present suc- 
cess as your future income grows with 
this Strong, Progressive, Friendly organi- 





zation. 


Unusual opportunities — with excellent 
futures — exist today., Openings in Vir- 
ginia, West Virginia, North Carolina, 
South Carolina, Tennessee, Alabama and 


INSURANCE COMPANY, 





Inc. 
10. Viegeveia. 








i2 


HieNATIONAL UNDERWRITER 


October 20, 1944 








Equitable’s Central Division 
Well Ahead in Drive 


The “All Out for Victory” sales cam- 
paign of Equitable Society in the central 
department during the first two weeks of 
October showed a plus volume of $2,- 
137,680 with total $9,498,241; a plus in 
lives written of 275, the aggregate being 
249. The premiums increased $71,630, 
total being $635,914, and the number of 
agents participating rose 102, the total 
number of agents taking part being 838. 

The leading agent in the central de- 
partment during the two weeks was 
Louis Behr, associate manager in Chi- 
cago with the Lustgarten agency, whose 
total was $738,000 on 48 lives in the 
two weeks. Actually he wrote and paid 
for the business in one week. 

The Kerber agency of Chicago was 
first in the department for the period, 
being 93% ahead of quota; the Lust- 
garten agency, Chicago, second, 66% 
ahead; Holderman agency, Peoria, IIl., 
third, 10% ahead. The department at 
the halfway mark had 62%% of its 
quota, of 25% ahead. Walter L. Got- 
schall is director of agencies in the 
western department. 


522 Enrolled for New York 
Business Insurance Course 


NEW YORK—Final registration fig- 
ure for the New York City Life Under- 
writers Association’s business insurance 
sales training course is 522 for the lec- 
tures, of whom 396 enrolled for the 
full course, which includes quiz paper 
participation in the open forums, an 
certificates awarded to those who 
qualify. 

The opening lecture, Oct. 26 at Hotel 
Pennsylvania, will be given by H. P. 
Gravengaard, associate editor of The 
Diamond Life Bulletins and author of 
the text to be used in the course. He 
will discuss sole proprietorships. 


Bendiner Speaks in Philadelphia 





Irvin Bendiner, New York Life, spoke . 


to the Philadelphia Life & Trust Council 
on “We Can’t Do It Alone.” Presidents 
of fiduciary institutions and life com- 
panies in Philadelphia were special 
guests. 





The book every A. & H. man should 
read—‘Planned Salesmanship,” by Cous- 
ins. $3.00 from National Underwriter. 
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Current values apply today. 


So we ask ourselves ... and critically, 
too ... just what we represent. 


No, we’re not as big as many... yet, 
can you judge on size alone? 


Nor will we shout about our age... 


Instead, we strive to measure our stake 
in the kind of a job we do. And biggest 
and best... molding profits plus... are 
our gains in friendly service. 


Thanks to our Field Force, gains have 
become a Union Mutual custom! 


UNION MUTUAL 
LIFE INSURANCE COMPANY 
Portland MAINE Home Office 


Rolland E. Irish, President 
Harland L. Knight, Supt. of Agencies 
ACCIDENT 
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Prudential Wage 
Order Analyzed 


The directive order of the regional 
war labor board at Philadelphia giving 
increased wage payments to Prudential 
industrial agents in Delaware, Maryland, 
Virginia and District of Columbia cor- 
responds with increases granted to Pru- 
dential agents in 1943 in all other parts 
of the country except Ohio. The panel 
expressed the belief that an intra-com- 
pany inequity will be prolonged if the 
regional board did not approve the offer 
of Prudential to agents party to the 
present case which offer is identical 
with increases granted to agents in other 
parts of the country last year. 

The directive order provides for in- 
creased first year commissions on month- 
ly debit ordinary policies; payment of 
full commissions on policies on other 
members of an agent’s family notwith- 
standing that any relative sharing the 


home with such member has terminated 


a policy within three months preceding 
or three months following the writing 
of the new policy; payment of $1.50 
per week as a temporary conservation 
payment effective July 12, 1943. 

he temporary conservation payment 
will be discontinued as soon as prac- 
ticable after Prudential is advised that 
it may lawfully under the laws of New 
York and other states, increase from 4%4 
to 6% the monthly premium collection 
commission. 


Retroactive Payments 


Because of the difficulty in computing 
exact retroactive payments, Prudential 
shall pay the agents $2.58 per week from 
July 12, 1943, to Oct. 14, 1944. 

Prudential is directed to deduct from 
the wages and turn over to the proper 
union officials the initiation fees and 
monthly dues of such members of union 
as individually and voluntarily certify in 
writing that they irrevocably authorize 
such deductions for the term of whatever 
contract the parties may agree upon. 

The request of the union for trans- 
portation allowance and maintenance of 
membership has not been acted upon by 
the board because of the withdrawal of 
these requests by the union. 


Arguments of Prudential 


In its argument, Prudential submitted 
figures showing the average weekly earn- 
ings of agents in the states involved for 
the last quarter of 1940 and 1943. The 
latter figure was $68.08 and the former 
$55.24.. The 1943 figure was composed 
of $33.37 weekly premium collection 
commission; $7.26 monthly premium col- 
lection commission; $9.65 commission on 
ordinary insurance; $14.11 new business 
commission industrial and $3.69 conser- 
vation commission and others. The per- 
centage increase was 23.2%. The largest 
increase percentage-wise was in commis- 
sions on ordinary insurance, up 56.4% 
from 1940. 


Effect of 1942 Increase 


Of the $12.84 increase from 1940-43 
Prudential claims that $2.04 is attribut- 
able to increases in commission rates 
effective Feb. 2, 1942. 

The company’s offers would yield a 
total increase of $2.58, according to its 
own estimates and $1.98 according to 
the union’s estimates. The union orig- 
inally requested an increase of $4.25 
pursuing the argument that the increase 
in take home earnings over and above 
the amount admitted to be the result of 
increases granted by the company in 
1942 is not entirely due to windfall aris- 
ing out of the greater ease of collect- 
ing and selling in these times of good 
business. The union contended that 
much of the increase in earnings is due 
to additional work in the form of longer 
hours, The union contended that the 
little steel formula is not applied to take 
home earnings but to hourly rates and 
that, therefore, the additional work 
done by agents must be taken into ac- 
count in applying the little steel for- 
mula. 


Oral statements and questionnaires, 


N. W. Mutual War Problems 
Committee Developing Plans 
for Returning Service Men 


Contrary to the doubt expressed in 
some quarters that many career life men 
now in service may not return to that 
work, Grant L. Hill, director of agencies 
of Northwestern Mutual Life, com- 
mented this week that he has received a 
large number of letters from Northwest- 
ern Mutual service men who express a 
keen desire to “get the war job done and 
get back to the rate book.” 

Preparatory to their return, North- 
western Mutual has a war problems 
committee, made up of general agents 
and members of the agency department, 
already functioning to set up a program. 
B. J. Stumm, general agent at Aurora, 
Ill., and L. J. Evans, assistant director 
of agencies, are co-chairmen. Other 
general agents on the committee are E, 
A. Crane, Indianapolis; C. R. Eckert, 
Detroit; K. M. Snyder, Omaha; A. C. F, 
Finkbiner, Philadelphia; Glenn Dorr, 
Hartford; H. L. French, Madison, Wis.; 
J. H. Copeland, Davenport; M. A. Car- 
roll, Oshkosh, Wis.; Herbert Smith, 
Harrisburg, and Ralph Theisen, Denver. 

Questionnaires were sent to all gen- 
eral agents to obtain the viewpoint of 
the agency organization concerning 
both immediate and long range prob- 
lems. The replies were thoroughly stud- 
ied and analyzed by the committee and 
as a result certain definite courses of ac- 
tion have been agreed upon. 

Northwestern Mutual will conduct a 
series of refresher training schools for 
alt returning servicemen, sponsored 
jointly by the company and the general 
agents. The first school will be held 
the week of Nov. 20. Several other proj- 
ects available to all Northwestern Mu- 
tual agents are under way and are being 
given study and preparatory work. One 
of these is the production of special edu- 
cational and promotional material for 
development of the business insurance 
market. The first allotment of this ma- 
terial has been released to the agency 
force. 

Among other subjects being given in- 
tensive study by special committees are 
agents’ compensation, the development 
of the district agency plan of operation 
in rural territories and new company ed- 
ucational courses. 





Vice-president J. L. Madden of Met- 
ropolitan Life plans to spend the next 
month at Durham, N. C., where he will 
taken the complete rest which his doc- 
tor has prescribed. His manifold activ- 
ities, which include chairmanship of the 
U. S. Chamber of Commerce insurance 
committee as well as being a Metro- 
politan executive, have placed a consid- 
erable strain on him. He was recently 
in the hospital for 10 days but fortu- 
nately the doctors found nothing wrong 
except overwork. 








both based on memory, were introduced 
indicating that there had been. an in 
crease of 10% hours per week in time 
worked from 1940 to 1943. 

Prudential on the other hand con- 
tended that better business conditions 
have actually reduced the amount of ef- 
fort necessary to accomplish a given 
unit of results and that the increase in 
earnings has been due to a windfa 
from better business conditions, in- 
creases in compensation rates granted 
in 1942 and recent liberalization of bene- 
fits under the policies and increases i 
advertising both of which make selling 
easier. 

The panel expressed the belief that 
the union did not present acceptable and 
preponderant evidence on the point 0 
increased hours of work required of 
agents. 

Moreover the union’s theory of inter- 
company inequities, according to the 
panel, is not acceptable for the reason 
that the Prudential rates are identical 
with or clearly within the bracket of 
rates paid by Metropolitan and John 
Hancock. 
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Garrison Raps 
U. S. Control Plans 


SAN FRANCISCO — Addressing a 
meeting sponsored by the Insurance 
Non - Partisan Committee for Dewey 
and Bricker, with more than 250 in- 
surance men and women in attendance, 
Commissioner Garrison said the failure 
of the Democrats to include in their 
platform the traditional plank to the 
effect that the regulation of the insur- 
ance business was to be left to the 
states as it has been for more than 80 
years indicated that the present admin- 
istration has a plan to federalize or 
“take over’ certain phases of the 
business. 

“We have come to the place,” he said, 
“where we have assumed as fixed our 
right to go into any business we choose 
and not have to compete with our fed- 
eral government. But that day, under 
this administration, is passing.” Charles 
C. Hannah, president of Fireman’s 
Fund, spoke briefly. Henry E. North, 
Metropolitan Life, chairman of the com- 
mittee, presided. 


Put $792,000 in 
Escrow Pending 
Test of WLB Order 


A sum representing $792,000 in back 
pay for 10,000 Metropolitan agents cov- 
ered in a_ recent 
board award has been deposited in an 
escrow fund under the joint trusteeship 
of officials of Metropolitan Life and 
United Office & Professional Workers 
of America, CIO, pending a court test 
over its legality. 

The agreement was worked out be- 
tween the company and the union when 
Metropolitan Life contended that the 
war labor board award of a retroactive 
pay increase violated section 213 and 
231a of the New York insurance law. 
Union officials contend that the law in 
question was never intended to stop 
payment of back pay rightfully due the 
company’s employes. Trustees named 
in the escrow agreement are Cecil J. 
North, vice-president of the company, 
and Leon W. Berney, vice-president of 
UOPWA. 

The war labor board award, handed 

down Sept. 18, ordered the company to 
put into effect immediately an increase 
of $2.85 weekly for 10,000 agents in New 
York, Illinois, Michigan, Massachusetts, 
Pennsylvania, Connecticut and New 
Jersey. This is one of the largest white- 
collar awards ever made according to 
UOPWA, and marks the culmination -of 
a seven-year struggle. 
_ Metropolitan has challenged the legal- 
ity of the decision that the pay 
tise is to be made retroactive prior 
to the date the decision was given. 
Metronolitan’s position is that the New 
York limitation on acquisition cost pro- 
vides that compensation must be agreed 
upon in advance of performance of the 
service involved. P 

The amounts due currently since the 
date of the decision are being paid but 
the “back pay” involved is being put in 
escrow hv the comnany pending the out- 
come of the litigation. 


The amount placed in escrow, with ° 


Manufacturers Trust Company is 
about $792.000. which is the net amount 
of back nav involved after deduction of 
the withholding for federal income tax. 











iJ s 
Life Conventions 
Nov. 2-4, Institute of Home Office Un- 
fderwriters, Chicago, Edgewater Beach 


Hotel. 


Dec. 4-6, National Association of In- 
surance Commissioners, New York City, 
Commodore Hotel. 

Jan. 24-28. National Association of Ac- 
eident & Health Underwriters, Omaha, 
Hotel Paxton. 

Feb. 5-6. Health & Accident Underwrit- 
ers Conference. mid-year meeting, Chi- 
cago, Drake Hotel. 


national war labor - 


The union will shortly file suit in federal 
court in New York for a declaratory 
judgment, which will decide whether 
Metropolitan may legally pay the 
amount involved. Suit is being brought 
in federal court because agents in a 
number of states are involved. 


The union contends that the provision 
of the New York acquisition cost limita- 
tion cited by Metropolitan should not 
apply to the retroactive increase granted 
by the war labor board because from 
the time the $2.85 increase became a 
subject of controversy there was no 
amount of compensation agreed upon, 
for this was what had to be determined, 
and hence the amount actually paid to 
agents during the interim was in the 
nature of a token payment pending final 
determination by the labor board. 

The union also argues that federal 
jurisdiction cannot be blocked by a state 
law and furthermore that the New York 
acquisition cost law was never intended 
to cover situations such as this. 

The increase, which was granted by 
the labor board’s order of Sept. 18 was 
retroactive to October, 1942, for New 
York City agents of Metropolitan and 
in other states to the date of the union’s 
certification as bargaining agent. Thus, 
the order is retroactive to January, 
1944, in Pennsylvania and New Jersey 


and to April, 1944, in Michigan, Massa- 
chusetts, Connecticut and Illinois. 





Mortgage Bankers Are in 
Session at Chicago 


The mortgage Bankers Association of 
America is holding its annual conven- 
tion Wednesday, Thursday and Friday 
of this week at the Edgewater Beach 
Hotel, Chicago. Several insurance men 
were on hand for the meeting. 

Among the participants in a panel on 
appraisals were Frank Hall, chief 
appraiser of the city. mortgage depart- 
ment of Equitable Society, and Wil- 
liam Barts, manager mortgage loan de- 
partment of Mutual Trust Life, Chi- 
cago. 

Claude L. Benner, vice-president of 
Continental American Life, took part 
in a forum on the outlook for prices 
after the war. 

A number of life insurance compa- 
nies entertained their loan correspond- 
ents and other friends during the M.B.A. 
convention. Thursday morning Na- 
tional Life & Accident and Lincoln Na- 
tional were breakfast hosts and New 
York Life and Connecticut General gave 
luncheons. Thursday evening Life & 
Casualty and Home Life held recep- 


tions and Connecticut Mutual gave a 
dinner. Franklin Life is having a lunch- 
eon Friday and Western & Southern, 
Saturday. 


Big Air Exclusion Case 


The widow of Richard C. duPont, 
famed glider expert, who was killed in 
September, 1943, when his parachute 
failed to open over March Field, Cal., 
has brought action on life insurance 
policies aggregating $250,000 against 
Mutual Life, Travelers and Aetna Life. 
The insurers take the position that they 
are liable only for return of premiums. 

The rider excluded liability for any 
aviation activities except as a fare-pay- 
ing passenger, which the insured was 
not. Mrs. du Pont is basing her suit on 
the contention that when her husband 
took to his parachute the aircraft flight 
was over and hence the exclusion should 
not apply. She is also invoking the state’s 
two year incontestability clause. There 
has never been a case in Delaware in- 
volving the applicability of this clause to 
aviation riders but the position of the 
companies has been repeatedly upheld in 
New York and other jurisdictions. 








The book every A. & H. man should 
read—“Planned Salesmanship,” by Cous- 
ins. $3.00 from National Underwriter. 











These Market 
- Areas 


OPEN 


FOR 
GENERAL 
AGENCY 

DEVELOPMENT. 


If you are now living in or near 
any one of the above cities and are 
ambitious for a General Agency op- 
portunity in your home territory 
(which your present company is un- 


Fort Wayne 
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SPACE 











DAYTON, OHIO 
HARRISBURG, PA. 
NASHVILLE, TENN. 
ERIE, PA. 

RALEIGH, N. C. 

LIMA, OHIO 
PHILADELPHIA, PA. 
FORT WORTH, TEXAS 

















Agency Department 





Geared To Help Its Fieldmen 





able to give you), write for details of 
the Lincoln National Life’s plan. An 
outline of the opportunity open to 
you will be sent in confidence with- 
out obligation. 





THE LINCOLN NATIONAL LIFE 
COMPANY 


Indiana 
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Pearl Harbor Attack Is 
Held to Be War Within 
Meaning of Exclusion 


A Honolulu fireman who was killed 
in the Japanese attack on Pearl Harbor 
died as a result of “war” and his bene- 
ficiary is not entitled to recover under 
the double indemnity clause with a war 
exclusion provision, of a life policy, ac- 
cording to the circuit court of the terri- 
tory of Hawaii. The case was Pang vs. 
Sun Life of Canada. 

The question involved was whether 
the Japanese attack constituted a state 
properly denominated “war” within the 
meaning of the exclusion clause. The 
beneficiary contended that since Con- 
gress did not formally declare war with 
Japan until the next day Pang’s death 
was not caused by war or an act inci- 
dent thereto. ° 

The Hawaii court, however, held for 
the insurer, stating that the word “war” 
is not one of art with a fixed legal mean- 
ing. The word “war” clearly includes 
within the range of its popular meaning 
an armed clash between nations where 
it is obvious that the contest is to be 
pursued until one or the other is forced 
to surrender. To say otherwise on the 
grounds that the power to determine 
war is a political matter and for that 
reason the term “war” must be given its 
possible strict legal meaning in the polit- 
ical sense is to ignore the fact that the 
issue here is not a political one 
but is rather only one of determining 
what the parties to a contract intended 
to mean in their particular use of the 
word “war,” the court declared. 

In connection with the double indem- 
nity rider, the court stated, it is assumed 
that the parties intended the contract to 
cover an accidental death occurring in 
the course of normal events and that, 
recognizing certain specific situations 
greatly increased the hazard of such a 
death, they intended to exclude liability 


eeeeeeee 


when death occurred as a result of any 
of such specified extra hazardous situa- 
tions or conditions. Reasonably, then, 
the parties should be held to have in- 
tended to- cover in the exclusions the 
factual and not the technical status of 
the designated conditions of increased 
risk. Since deaths resulting from riots 
or insurrections are excluded it would 
only seem consistent with the general 
object of the whole exclusion clause 
to hold that a death resulting from the 
far more destructive force of an armed 
invasion made by a foreign nation in- 
tent on prosecuting a war to the fullest 
extent of its ability was intended also 
to be excluded. 


Clause Later Amended 


The policy was issued in 1929. The 
beneficiary offered to prove that in all 
policies including a double indemnity 
provision issued by Sun Life after April 
1941, the exclusion clause was amended 
in pertinent part to read: “This 
benefit does not extend to or include 
death resulting from riot, insurrection 
or war, whether war be declared or not, 
or any act incident thereto 4) 
However, Sun Life objected to the ad- 
mission of the evidence and the court 
sustained the objection. 

The assured was Tuck Lee Pang. At- 
torney for the beneficiary was Ralph T. 
Yamaguchi of Honolulu and represent- 
ing Sun Life were Charles A. Gregory, 
Wild, Beebe & Cades, Honolulu. 
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Charles F. Collins, agency secretary 
of New England Mutual Life, was 
elected a trustee of Boston University, 
from which he graduated in 1912. He 
recently became president of the Alumni 
Association and chairman of the Alumni 
Fund. He is a past president of the 
Alumni Association of Harvard Busi- 
ness School, from which he received his 
M.B.A. degree in 1914, and is a former 
national president of the SAE frater- 
nity. 


Pacific Mutual’s New and Unusual Savings Plan 
is complete personal insurance protection, pre- 
cisely lined up with the needs of today’s way of 
life. It is protection for all four hazards—Death, 
Sickness, Accident, Old Age—combined in one 
plan, issued by one company. 

This New and Unusual Savings Plan—simple, 
logical and saleable—ranks high on the long list 
of company advantages which inspire Pacific 


Mutual underwriters to say,““Ours is a distinctiv 


company.” 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


(A CALIFORNIA CORPORATION) 
HOME OFFICE, LOS ANGELES, CALIFORNIA 





LIFE-ACCIDENT 
HEALTH +> ANNUITIES 
GROUP INSURANCE 

* 
Featuring the New 
and Unusual Savings 


Plan that Pays 


Medical Director of 
Metropolitan Life Dies 








DR. CHARLES L. CHRISTIERNIN 


Dr. Charles L. Christiernin, medical 
director of Metropolitan Life, died sud- 
denly from a heart attack while on a va- 
cation in the Adirondacks. He had been 
with Metropolitan in its medical depart- 
ment for many years. He served as 
president of the Association of Life In- 
surance Medical Directors in 1931. 





Parkinson Gives Views at 
Claim Men’s Meeting 


About 100 attended the dinner of the 
Chicago Claim Men’s Association at 
which N. P. Parkinson, Illinois insur- 
ance director, spoke’ Mr. Parkinson 
said that insurance consists of an agent 
selling a policy and a claim department 
settling claims. The agent tells of the 
coverages and may exaggerate to some 
extent what the policy will do, while 
the claim department is aware of all 
the exceptions in the policy. He sug- 
gested that the claim departments try 
to maintain toward insured the attitude 
taken by the agency department. He 
cited a few cases brought before his de- 
partment where he thought the compa- 
nies had been rather strict in constru- 
ing policy provisions, but where, after 
conference, the companies were very co- 
operative and ready to work with the 
department. 

J. W. Weir, formerly of Metropolitan 


Prudence Life Policyholders 
Elect Holzman Faction 


At the annual policyholders’ meeting 
of Prudence Life of Chicago Oct. 10, 
there were elected officers and directors 
representative of the Alfred Holzman 
faction. Gerald White, attorney, pre- 
sided at the meeting. Under an emerg- 
ency order issued by Circuit Judge 
Fisher, at the request of the attorney 
general’s office representing the insur- 
ance department, Mr. White was named 
a special insurance department deputy 
to supervise the meeting and election of 
directors. 

The faction headed by M. H. Wettaw, 
who has a three year contract with the 
company as general manager and who 
was elected president about 2% years 
ago, has asked that a check be made of 
the signatures on proxies voted for the 
Holzman regime. Mr. Wettaw, who 
came in as president when Holzman was 
made chairman, formerly was with the 
Illinois insurance department. 

The three-year directors chosen Oct. 
10 were elected unconditionally, but the 
two-year and one-year directors were 
named conditionally, depending on what 
action Judge Fisher takes in the suit of 
Holzman against Wettaw and his asso- 
ciates, which asks for an injunction. The 
effect of granting the injunction would 
be that the Holzman faction gets the 
nod from the court as the legally elected 
officers and directors of the company. 
This suit has been pending since last 
year. What effect the current election 
would have on the suit would depend 
on whether the election holds up and 
really resolves the intra-company differ- 
ences of the two groups. 

The attorney general’s office, acting 
for the insurance department, has a suit 
for rehabilitation or dissolution of the 
company pending in Judge Fisher’s 
court. 





Exceed War Chest Quotas 


Employes of Connecticut Mutual have 
exceeded their quota in the Greater 
Hartford War Chest campaign by 22% 
and those of Phoenix Mutual by 7%, 
with soliciting not yet completed at 
either company. 








and now retired, installed the new offi- 
cers, yielding the gavel to E. O. Adler, 
Mutual Life of New York, the new 
president. Mr. Adler introduced Isaac 
M. Hamilton, chairman of Federal Life; 
Ralph Kastner, associate general coun- 
sel of the American Life Convention, 
and Harold R. Gordon, executive secre- 
tary of Health & Accident Under- 
writers Conference. 








available in Virginia, North Carolina, 





Directing the Way Toward Financial Security Since the Turn of the Century 


ATLANTIC LIFE 
INSURANCE ComPANY 





Since the adoption of Atlantic’s salary 
and incentive commission plan of 
Agent’s compensation on April 1, 
1942, we have increased our agency 
organization by better than 57%. This 
plan offers a real opportunity to those 
who can qualify. 


Inquiries are invited from those interested. Agency and Managerial opportunities 


Columbia, West Virginia, Tennessee and Texas. 


Richmond, 


Virginia 


South Carolina, Maryland, District of 
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A. H. A. Adopts National 
Contract for Blue Cross 


At the annual meeting of the Ameri- 
can Hospital Association in Cleveland 
a basis for full national reciprocity 
among all Blue Cross plans was 
adopted, which would seem to meet the 
recommendations made at that meeting 
by Commissioner Neel of Pennsyl- 
vania, reported last week. The new na- 
tional contract provides 30 days of serv- 
ice in each contract year in a room of 
two to four beds, with 50% benefit for 
Services are to in- 





nursing, operating room, anaesthesia up 
to $10, if regularly provided and billed 
by the hospital; radiology up to $15, 
laboratory, electrocardiograms, physical 
and oxygen therapy, drugs, dressings and 
casts, and emergency room care for ac- 
cidents. 

Dependents are to receive the same 
benefits as employed subscribers and the 
same benefits are available in member 
hospitals of all approved plans. For hos- 
pitals that are not members of any plan, 
their regular charges will be paid up to 
$6 per day. Maternity service is cov- 
ered up to 10 days for holders of family 
contracts in force for nine months, but 
the waiting period is eliminated if 75% 
of all employes enroll, with a minimum 





INSURANCE COVERAGE 
PROPOSED A COUPLE OF 
WEEKS AGO BY THE BRIT- 
ISH “WHITE PAPER,” 
BRITISHERS STILL LOOK 
PRIMARILY TO PRIVATE 
INITIATIVE FOR FINANCIAL 
INDEPENDENCE. 


This is almost a direct quota- 
tion from our London Repre- 
sentative, who wrote us last week 
that the office had been demol- 
ished by a robot bomb (It was 
hit twice during the 1940 blitz) 
but was functioning again in 
temporary quarters. 


“This country may suffer to 
some extent by the frustration 
of impossible hopes conceived 
by too ardent preachers of re- 
form,” writes Mr. Darling, 
“but the great bulk of the 
peaple, chastened by these five 
long years, are sound of head 
as well as of heart, and the 
ambition of personal inde- 4 
pendence has lost none of its 
power.” 


We, too, in this country may 
suffer in the post-war era from 
the failure of too-ardent re- 
forms, but like Britishers, our 
people are basically sound of 
head as well as of heart, and, 
above all, ours is a tough econ- 





omy. It will survive and go 
forward. 





PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 











of 50. Preexisting conditions also are 
covered if 75% of eligible employes en- 
roll, with at least 50. 

The Hospital Service Plan Commis- 
sion reports that 77 of the 80 approved 
Blue Cross plans have agreed ta trans- 
fer and make branch office enrollment 
arrangements that substantially achieve 
the “once a member, always a member” 
slogan. 

There was much discussion of com- 
pulsory vs. voluntary hospital and 
health insurance but, as has been the 
case at previous meetings, the subject 
was sidestepped so far as any definite 
action was concerned A resolution was 
adopted by the house of delegates, re- 
affirming in very general terms approval 
of the voluntary prepayment principle 
as a means of financing medical and hos- 
pital services and approving collabora- 
tion of Blue Cross plans with represen- 
tatives of the medical profession “to the 
end that the expenses of hospital illness 
be financed on a prepayment basis.” No 
explanation was given for limiting the 
resolution to hospital illness. 





Complete Program Details 


of Selection Men’s Meeting 


The program of the Instittte of Home 
Office Underwriters for the annual 
meeting at the Edgewater Beach hotel, 
Chicago; Nov. 2-4, which recently was 
reported in its main outlines, has been 
completed. In addition to features pre- 
viously listed, there will be on the first 
day the president’s address, “Are You 
Ready for Peace,” by Walter B. Lehm- 
kuhl, assistant secretary of Guarantee 
Mutual Life; report of Secretary-treas- 
urer Carl M. Young, statistician Farm- 
ers & Bankers Life, and the reports of 
the following committee chairmen: 
Membership, D. B. Alport, assistant sec- 
retary Business Men’s Assurance; read- 
ing and reference, John:B. Ulrey, assist- 
ant underwriting manager American 
United Life; underwriting forms, 
Charles J. Smith, assistant secretary of 
Pan-American Life, and underwriting 
changes, D. Allen Sheppard, assistant 
secretary Great American Life. 





Policy on Author in Home Life 


The purchase by William Morrow & 
Co., New York publishing firm, of a 
$100,000 life insurance policy on one of 
its popular authors, Earle Stanley Gard- 
ner, served to call attention to the fact 
that considerable expansion is being 
planned in the publishing field. The war 
has stimulated reading, and in the inex- 
pensive edition field especially there has 
been a boom. 

The Morrow & Co. policy was written 
in Home Life by Minnott A. Osborn of 
New York. Most publishers carry in- 
surance to cover advances paid to au- 
thors, but so far as is known the Mor- 
row policy on Gardner is the first time 
a publisher has insured an author because 
of his earning value to the firm. 


Quash Graeme Smith Indictments 


Four grand jury indictments against 
Graeme Smith, Chicago insurance broker 
charged with forging the names of two 
heirs of the late Michael White, paving 
contractor, have been quashed by Judge 
Padden in Chicago criminal court. Rob- 
ert J. Hilliard, his attorney, argued that 
the bills returned by the jury were in- 
correctly endorsed, and that 12 of the 
23 on the jury had not agreed to the 
findings in the case. 

There is pending in circuit court an 
injunction secured by Smith against the 
Illinois insurance department, preventing 
the department from interfering with Mr. 
Smith and the conduct of his business. 
The department declined to renew Mr. 
Smith’s license last spring. 


Honor Ohio State Life Leader 


Claris Adams, president, and Frank L. 
Barnes, vice-president of the Ohio State 
Life, attended a dinner in Toledo in 
honor of Henry Stevens, commemorating 
his 25 years in the Ohio State Life 
Honor Club. Mr. Stevens has been with 
Ohio State Life 30 years and several 
years led the agency force in volume of 
insurance writtem. He was presented a 
certificate by Mr. Adams. 
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SYMBOL OF NEW OPPORTUNITY 


+ 
In a way that the Santa Maria symbolizes the achievements of a great dis- 
coverer, this bronze doorway plaque signifies the progressive, pioneering 


policy of Columbus Mutual. 


Since its founding upon the unique “Golden 


Rule Contract” it has constantly plied uncharted courses, ever in search of 
new opportunities for those in the field. That this “flagship” spirit has 
achieved results worthy of the name COLUMBUS is annually reflected in 
the earnings of Columbus Mutual salesmen, as well as in the exceptionally 
favorable ratios found in the company’s statement. 


Address: 


D. E. BALL, PRESIDENT 


_ The COLUMBUS MUTUAL Life Ins. Co. 


Columbus, Ohio 
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CAN DO IT / 


Look into the BRAND NEW 


MEDICAL-SURGICAL PLAN 


(WHICH PAYS DOCTOR BILLS AND SURGICAL FEES) 


— JUST ANNOUNCED BY — 


Security MUTUAL LIFE 


INSURANCE COMPANY 
.Binghamton, New York 


FREDERICK D. RUSSELL, PRESIDENT 


INCORPORATED 1886 


FOR DETAILS WRITE TO: 
E. A. HAUSCHILD, Assistant Secretary-Manager 
ACCIDENT AND HEALTH DEPARTMENT 


BETTER: 
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EDITORIAL 


COMMENT 





Insurance-a “Homey” Business 


George W. Carter, head of the De- 
troit Insurance Agency of Detroit, who 
is chairman of the central territorial 
group of the National Association of 
Insurance Agents, has made a remark- 
able record in that specialized work. He 
said at the annual meeting of this con- 
tingent in Milwaukee that insurance oc- 
cupies a peculiar position in the econ- 
omy and life of the people. He char- 
acterized it as a “grass roots and homey 
business.” 

He said that it was built very much 
around the home. A man establishes a 
residence, probably builds a home. His 
mind is occupied with his family, busi- 
ness and other activities. He wants se- 
curity above everything else. He de- 
sires this not only in his home life but 
in his business. 

Therefore he seeks in insurance to 
find what protection he can buy that 
will form a cushion, so called, to stay 
the flow, if a loss occurs. Insurance 
offers him an opportunity to protect his 
personal life and therefore discharge his 


duty to his dependents. He may be 
confronted with liability of different 
kinds and he can purchase insurance 
that will be a protection in case*of a 
claim made against him. He can throw 
bulwarks around his property. Alto- 
gether, therefore, insurance becomes a 
fundamental function in his life. He is 
allied closely with it. He is proud that 
he can protect himself. 

Hence Mr. Carter concluded that 
nothing should be done that will in any 
way impair the protection that insur- 
ance offers. Inasmuch as it is a 
“homey” business Mr. Carter at least 
implied that the supervision of it 
should remain with the states, where 
people can go to their home state in-- 
surance department in case they desire 
to take up something regarding their 
insurance. The state departments have 
a local interest in the citizens of the 
state. 

The homelike ramifications of insur- 
ance, Mr. Carter said, touch a man at 
his most tender points. 


California System Has Merit 


The pre-session legislative conference 
system in California is well worth con- 
sideration in other states. In the past 
constructive measures have been bogged 
down in state legislatures because of 
failure of various interests in the insur- 
ance business and the state insurance 
department’ to agree on details. By 


means of these California conferences 
complete agreement is reached on a ma- 
jority of the measures before they are 
actually introduced, thus insuring a 
united front. Technicalities which are 
confusing to the legislators can be ironed 
out in advance instead of at legislative 
committee hearings. 


Percentage of Returning Veterans 


Like all other employers which have 
lost large segments of their staffs to the 
armed services, insurance companies are 
much interested in the number of men 
whom they can expect back after the 
war ends. According to Paul V. Mc- 
Nutt, chairman of the war manpower 
commission, it will be a considerably 
higher percentage than many estimates 
have indicated. 

According to McNutt’s estimate, five 
to six out of every 10 men who were 
actually employed before joining the 
armed services plan to return to their 
former jobs. He said that although 25% 
has sometimes been used as the percent- 
age of returning service men who want 
to go back to their former employment, 
this figure, though statistically correct, 
is misleading because it is based on the 
total number of returning service men. 
Many of these were too young to work 
before they entered the services and 


many others of them were unemployed 
or had temporary jobs at the time they 
enlisted or were inducted. 

McNutt’s figure of 50 to 60% tallies 
much more closely with the insurance 
company experience to date than does 
the 25% estimate. Almost without ex- 
ception insurance companies have found 
that virtually all their former employes 
who went into the armed services and 
then were discharged for one reason or 
another have wanted to come back to 
work. Home office personnel executives 
and others interested in the manpower 
situation have not been prone to trust 
this experience too far, first because the 
number of returning service men is so 
extremely limited as compared with the 
number that will be discharged after 
hostilities terminate and second because 
there may be special reasons operating 
which make it more likely that men thus 
far discharged are more likely to return 


than the general run of the veterans 
who are in service. 

From McNutt’s estimates it would 
seem that the high percentage of war 


veterans who have thus far returned to 
their old jobs with insurance companies 
is probably more significant than has 
been supposed. 








PERSONAL SIDE OF THE BUSINESS 





E. R. Seese, Chicago group manager 
of Metropolitan Life, has received word 
that his son-in-law, First Lt. William J. 
Woods, has been wounded in action in 
France. Lt. Woods is now hospitalized 
in England and is expected to be inval- 
ided home within the next few weeks. 
His right leg has been amputated and 
he has suffered other wounds. 

John C. Gregsamer of Chicago, lead- 
ing producer for Lincoln National Life, 
addressed the Cicero, Ill, Rotary Club 
at a luncheon meeting. 

Fred B. Humphrey, resident manager 
at Dallas and southwestern sales rep- 
resentative of THe NATIONAL UNDER- 
WRITER, was a Hoodoo Day, Friday, the 
13th, victim. He suffered a dislocated 
elbow in a fall in an office building at 
Muskogee, _ Okla. Mr. Humphrey 
walked down a flight of stairs in the 
building, rather than take the elevator, 
and when he stepped through the door 
on the floor below he stumbled over 
a pile of lumber that had been placed 
there in preparation for making some 
building repairs. Mr. Humphrey was 
taken care of in a hospital at Musko- 
gee. He will be confined to his home 
for a time. 

W. T. Grant, president of Business 
Men’s Assurance, has been elected a di- 
rector of Aircraft Accessories Corpora- 
tion. 

Roy Gundersdorff, recently appointed 
general agent of Equitable Life of Iowa 
for northern New Jersey, with headquar- 
ters in Newark, will be tendered a din- 
ner in Newark Oct. 25 by home office 
officials. The principal speaker will be 
Earl E. Smith, assistant agency vice- 
president. 

Reporting on investigation of the war 
effort, the House committee on military 
affairs approved the leasing of Atlantic 
City hotels for army use and handed 
bouquets to appraisers who represented 
the War Department in such acquisition, 
two of whom have been identified with 
life insurance companies. Of Wallace W. 
True, Forest Hills, L. I., the committee 
says he is at present in charge of ap- 
praisal work for Equitable Society, cov- 
ering negotiating and appraising on some 
$75 million in loans on hotels, industrial 
plants, warehouses, theaters, department 
stores, clubs, and other special types of 
properties in 46 states. Also that he is 
“considered by nationally known hotel 
men and realtors to be the outstanding 
hotel appraiser in the United States.” 

Joseph D. Farrington, Atlantic City, 
the committee says, was managing agent 
for Prudential and HOLC, and that he 
appraised properties for them and other 
accounts. 

G. A. L’Estrange, vice-president and 
agency director of Wisconsin National 
Life, has been reelected president of the 
Oshkosh Chamber of Commerce. 

Wisconsin National Life agents are 
staging a campaign in October in honor 
of Mr. L-Estrange with a goal of $1,- 
500,000 in life volume and $11,500 in ac- 


cident and health new premiums. 

R. B. Patrick, assistant treasurer of 
Bankers Life of Iowa, will talk at the 
convention of the Iowa Association of 
Insurance Agents in Des Moines, Noy, 
9, on the purchase of general insurance, 

Shepherd Homans and William J, 
Dunsmore, Equitable Society managers 
in New York, gave a party at the Links 
Club in New York, in honor of Philip 
B. Hobbs, Equitable Society manager in 
Chicago, the new secretary of the Na- 
tional Association of Life Underwriters, 
and Clancy D. Connell, New York gen- 
eral agent Provident Mutual Life, new 
N.A.L.U. vice-president. Guests included 
Leroy A. Lincoln, president, and C. J, 
North, vice-president Metropolitan Life, 
and W. J. Graham and Vincent §, 
Welch, vice-presidents Equitable Society, 


DEATHS 


Albert C. Olson, 73, special agent of 
Northwestern Mutual for 40 years be- 
fore his retirement two years ago, died 
in Milwaukee. He was a past president 
of the Milwaukee Association of Life 
Underwriters. 

Clarence R. Backus, 66, vice-president 
and treasurer of Columbus Mutual Life, 
died at his home in Columbus. A na- 
tive of New Bremen, O., he was at one 
time president of the Home Banking 
Company, St. Marys, O., and later was 
in the real estate business in Texas. He 
had been with Columbus Mutual Life 
since 1926. Funeral services were held 
in Columbus Wednesday and burial was 
at St. Marys. .Mr. Backus suffered a 
cerebral hemorrhage while at work in 
his office. 

Harold H. Pelton, 66, of Tolland, 
Conn., former assistant secretary of 
Aetna Life, died after a long illness. He 
had been with Aetna for 39 years be- 
fore his retirement about 10 years ago. 

R. B. Whittemore, 81, formerly with 
the Aetna Life affiliated companies in 
St. Louis, died there. 

















Urges Higher Savings Bank Limit 


NEW YORK—Under present condi- 
tions, savings banks issuing life insur- 
ance can safely write $10,000 policies and 
there is “substantial demand and need 
for them,” H. W. Proffitt, president New 
York Savings “Bank Life Insurance 
Fund, told a conference here of repre- 
sentatives of 208 such banks in New 
York, Massachusetts and Connecticut. 
By increasing the $3,000 existing limi- 
tation in New York, lower cost insurance 
to buyers of small policies could be pro- 
vided, he asserted, as well as broadening 
the market for such policies. Judging 
from statistics in Massachusetts, an in- 
crease to a $10,000 limit would make 
possible an increase in dividends of 10% 
provided the present compulsory reinsur- 
ance provision of the New York law 3s 
eliminated. 
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AMONG COMPANY MEN 





Hornberger to 
North American 


H. J. Hornberger has resigned as ac- 
tuary of Great Northern Life of Chi- 
cago to become associate actuary of 
North American Life of the same city. 
He will assume his new position Dec. 1. 

Mr. Hornberger went with Great 
Northern 22 years ago just after that 
company had moved its operating 
ofices from Wisconsin to Chicago. He 
started as assistant actuary and a year 
later became actuary. Previously for 
three years he had been assistant actu- 
ary of American National of Galveston. 
He went there after graduating in the 
actuarial course at the University of 
Michigan. His home was at Williams- 
ton, Mich. 

Mr. Hornberger has been doing in- 
dependent actuarial work for a number 
of smaller companies and will continue 
to do so. 

He was the second president of the 
Chicago Actuarial Club and he is also 
a past president of the Chicago Home 
Office Life Underwriters Association. 





McAulay Joins National 
Life as Assistant Actuary 


Archibald H. McAulay has. been 
elected by National Life of Vermont as 
an assistant actuary and member of the 
committee on selection. Mr. McAulay 
has recently been assistant actuary of 
Northwestern National Life and prior to 
that was for 11 years in the actuarial 
department of Sun Life in Montreal. 

Graduating from Glasgow University 
in his native Scotland, he was medalist 
in mathematics. He is a fellow by 
examination of the Actuarial Society of 


America and the American Institute of 
Actuaries. 





Joins Home Life’s 
Sales Planning Division 


Home Life of New York has ap- 
pointed Harold A. Loewenheim to its 
sales planning divi- 
sion. He will de- 
vote his time to 
management as - 
signments under 
the direction of 
John H. Evans, 
manager sales 
planning division. 

Mr. Loewenheim 
entered life insur- 
ance as an agent in 
1932, immediately 
following his grad- 
uation from Prince- 
ton University. He 
has been with Mu- 
tual Benefit Life in New York for 10 
years in a supervisory capacity. 

He has been active in the New York 
Association of Life Underwriters as ed- 
itor of its bulletin, head of the agents’ 
training course and chairman of the ex- 
hibits committee, as well as serving as 
a director. He is chairman of the pub- 
licity committee of the New York C. L. 
U. chapter. 


H. A. Loewenheim 





Two John Hancock Promotions 


BOSTON—Clinton E. Brayton and 
Raymond Saumseigle have been elected 
assistant secretaries by John Hancock 
Mutual Life. Mr. Brayton, who is cel- 
ebrating his 20th service anniversary 
with John Hancock, has been appointed 
manager of the ordinary policy depart- 
ment, succeeding Dana Kidder, assist- 





VOLUNTEER 


Insurance 





Cecil Woods 
President 


The 


Founded in 1903 


Chattanooga, Tennessee 


STATE LIFE 


Company 


John A. Witherspoon 
V. P. and Director of Agencies 








UNION CENTRAL supplies 


Practical Sales Help to 
pave the way for its agents 


\ pet e Wee 
LIMITED 
PAY LIFE 
\" pROTE 
=, 












"This time- 
ly material 
comes from the home 

office every week. It 
- sure helps to make 
more sales!" 






These little booklets are now being written in the language 
of the layman and are easy to understand. Every one will” 
give a thorough description of the type of policy each 
policyholder may have just purchased. r 


Prospective policy purchasers, too, will appreciate this 
series of comprehensive booklets, for they give a complete 
understanding of the services and plainly show the values 
of U. C. contracts. i 


It’s just another reason why U. C. agents find it so easy 
and like to sell for this up-to-date company. 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 

















18 


FeNATIONAL UNDERWRITER. 


October 20, 1944 








ant secretary, who has retired after 46 
years of service. 

Mr. Saumseigle, associated with John 
Hancock since 1920, will continue his 
duties as assistant manager of the ordi- 
nary policy department. 





Shenandoah Life Names 
Light Assistant Secretary 


Shenandoah Life has appointed F. 
Day Light assistant secretary. Mr. Light 
has been with 
Shenandoah Life 
16 years. He was 
first employed in 
the premium col- 
lection department, 
later becoming as- 
sistant manager of 
that department, 
and in 1942 he was 
appointed branch 
office auditor. He 
is under the super- 
vision of O. W. 
Yates, secretary. 

Mr Light is a 
graduate of the 
National Business College of Floyd, Va. 





F. D. Light 





Dr. Drummond in Former Post 


Dr. Joseph B. Drummond, medical di- 
rector of Union Mutual Life since 1934, 
has returned to full-time service with 
the company after a leave of absence. 

A graduate of Bowdoin Medical 
School Dr. Drummond served as pro- 
fessor of anatomy there from 1916 to 


1921. Since that time he has given his 
time to active practice in Portland. 





Shift Hussey to New Post 


Millard D. Hussey, who has been 
head of the outgoing renewals division 
of Ohio State Life, has been appointed 
manager of the new business depart- 


~ CHANGES 


New John Hancock 
Managers Named in 
Ohio, New England 


William L. Kelaghan is retiring as 
district manager of John Hacock Mu- 
tual Life at Providence, R. I., and three 
new districts are being formed there. Le 
Roy M. Moriarty, formerly Stamford, 
Conn., manager, will be manager of Pro- 
vidence South. Ralph B. Lombardo, as- 
sistant Providence manager, has been 
promoted to manager of Providence 
Central and Providence East will be in 
charge of Irving Fitelson, formerly as- 
sistant manager at Bridgeport, Conn. 

Thomas A. Jennings, regional man- 
ager for southern New England, has 
been appointed district manager at 
Stamford. He will be succeeded by Ar- 
thur F. Norton, regional supervisor in 
northern New England. 

John E. Callahan is retiring as dis- 
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trict manager at Canton, O. He will be 
succeeded by Raymond M. Bertsch, 
now regional supervisor in the east cen- 
tral territory. 





Name Rasmussen in Salt Lake City 


Max Rasmussen, former district office 
account manager of Metropolitan Life, 
has been named general agent in Salt 
Lake City of Occidental Life of Califor- 
nia. He succeeds Lohman & Thompson, 
who will remain with the company as 
producers. 





Finney Named District Manager 


The Earl B. Roberts agency of Equit- 
able Society has appointed John M. Fin- 
ney district manager for three counties, 
with offices in Hartford. He has had 11 
years experience in life insurance selling 
and management. He started with Phoe- 
nix Mutual Life in the home office 
agency and later did management work 
for that company in New York, Pitts- 
burgh and other cities. He joined Equit- 
able a year ago, and until now has 
covered Fairfield county. 


Open Memphis Branch 


American Hospital & Life of San 
Antonio has opened a branch office in 
Memphis with Harry Putnam as man- 
ager. 








Barner to Jackson, Tenn. 


A. D. Barner, formerly of Cleveland, 
has been appointed manager in Jackson, 
Tenn., of National Life & Accident. He 
has been with the company 25 years. 
more than 21 years. 





Security Mutual Appointments 


James E. Blanchard, who has become 
general agent of Security Mutual Life of 
New York in Detroit, shares the same 
office with G. A. Spencer, who is state 
manager. Mr. Blanchard assumes gen- 
eral organization duties as well as con- 
tinuing to write personal business. He 
had 12 years insurance experience before 
joining Mutual Life of New York in 
1937. 

Fred H. Daniels becomes general 
agent in Syracuse, N. Y., replacing N. R. 
Mann, who died in July. Mr. Daniels 
has had 15 years life and accident and 
health insurance experience. 





J. Clifford Gartshore, district manager 
of Empire Life at Whitby, Ont., has been 
appointed manager in Windsor, Ont. 

Miss Catherine Close has opened 
offices. for Connecticut Mutual Life at 
402 Paulsen building, Spokane, Wash. 
She recently returned from a school at 
the home office. 

Atlantic Life has appointed Earl W. 
Bryant as manager at Boykins, Va., for 
Southampton county and vicinity, suc- 
ceeding R. C. Knight, deceased. Mr. 
Bryant has been with the company for 
more than 20 years. 


SALES MEETS 


Lincoln National Holds 
Mich. Rally in Jackson 


A state agency meeting of Lincoln 
National Life in Jackson, Mich., was 
attended by about 40 agents from Jack- 
son, Kalamazoo, Detroit, Battle Creek, 
Pontiac, Grand Rapids and Adrian. 

E. R. Young, district agent there of 
Northwestern Mutual Life, was one of 
the main speakers on “Life Insurance 
as a Career.” Arthur Rogers, manager 
of Lincoln National’s group department, 
discussed that subject. A. L. Dern, vice- 
president; C. F. Cross, second vice-presi- 
dent, and J. J. Klingenberger, secretary- 
treasurer, all were present from the home 
office. Mr. Dern presented the company’s 
financial picture and spoke on “Convert- 
ing Disadvantages Into Advantages.” 
Agents appearing on the program ia- 
cluded George Ray, Detroit; M. J. Ma- 
larney, Pontiac, and L. A. Benedict, 











Grand Rapids. J. W. Hackett of the 
Jackson office presided. 





Security General Agents Meet 


General agents from the eight-state 
territory of Security Mutual Life of Lin- 
coln, Neb., discussed business problems 
and plans at a two-day conference there, 
under the direction of George Quam, 
Minneapolis, president of the Associa- 
tion of General Agents. 

Retraining and reinduction of returned 
veterans and general trends of the year 
were also discussed, looking toward the 
company’s 50th anniversary, which will 
be celebrated Oct. 3 of next year. 

H. A. Dillman of Lincoln is secretary 
of the association. 


_— 


N. Y. Life Has Okla. Conferences 


The Oklahoma agency of New York 
Life held educational conferences at 
Tulsa, Oct. 18, and Oklahoma City, Oct, 
19-20, with Earl H. Howbert of St. 
Louis, educational supervisor, as speaker, 





Erickson Rally at Mankato 


Sam A. Erickson of Mankato, Minn, 
general agent for Northwestern Mutual 
Life, entertained his agents and their 
ladies at a meeting and golf outing at 
the Mankato Golf Club. Howard Cundy, 
assistant director of the agency, pre- 
sided at the meeting. The Rev. J. Ross 
Colquhoun addressed the dinner gather- 
ing. Talks at the business session were 
given by E. H. Ruhsum of Albert Lea; 
E. A. Lippert of Mankato and Jack 
Zavoral of Hutchinson. 


Mulock, Whiteley in Madison 


E. H. Mulock, president of Central 
Life of Des Moines, and H. E. Whiteley, 
superintendent of agents, spoke at a 
sales conference of southern Wisconin 
agents at Madison. 


COAST 


California Law 
Study Groups Meet 


SAN FRANCISCO—tThe statewide 
committee to appraise California’s insur- 
ance laws appointed by Governor Earl 
Warren held another session this week. 
So far no definite conclusions have been 
reached, accenting statistical data which 
is being compiled by Harold Haas, dep- 
uty attorney-general, formerly assistant 
insurance commissioner. 

Another pre-session legislative con- 
ference will be held by the insurance de- 
partment in San Francisco, Oct. 26. At 
the first conference, Commissioner Gar- 
rison pointed out that while the depart- 
ment will sponsor and support at the 
legislature only measures directly af- 
fecting the administration of the de 
partment or which are regarded as nec- 
essary in the public interest, this does 
not mean that other measures which are 
privately introduced will be opposed by 
the department if they are consistent 
with its views and aims. As a matter 
of fact, the commissioner indicated some 
assistance might be forthcoming in com- 
mittee for such measures. J. R. Ma 
loney, deputy commissioner, presided. 


Proposals Discussed 


Among the proposals discussed and 
which will be put into proper form afi 
presented to the 1945 legislature whet 
they “clear” the conference, were: Re 
quiring the secretary of state to secufe 
clearance from the insurance department 
before approval of the name of any col 
poration using the words insurance, a 
surance, insuror, underwriter or similar 
words; domestic companies may nd 
maintain personal property assets (with 
exceptions) outside California; ament 
ments relating to standard provisions ! 
disability policies; modification of pre 
ration of benefits under disability pol: 
cies; broadening of definition of sale 0 
railroad ticket policies to include steam 
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ship and airline or other common car- 
rier; providing for repeal of obsolete 
code sections; clarify code on trustee 
surplus law; proposals that producers’ 
licenses (except surplus line brokers) be 
issued for three-year term instead of one 
at present with certain requirements for 
filing annually; clarify section of the rev- 
enue taxation code; and modernize stock 
permit provisions of the code. 

Other measures include a measure 
relating to fraternal law on statements 
in applications from minors and liberal- 


ized group life laws. 





New “Ham and Eggs” Plan 
Opposed in California 


LOS ANGELES — Proposition No. 
11 on the November election ballot, 
popularly known as 60 at 60, and which 
is the old “Ham and Eggs” proposition 
in an amended form, was considered 
here at an executive committee meeting 
of the California Association of Life 
Underwriters. 

Local associations will be urged to 
point out to policyholders the devastat- 
ing effects of the measure. Ostensibly 
a gross income tax measure, which will 
repeal the present sales tax, it is, in 
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reality, a transaction tax and will pyra- 
mid taxation unbelievably. 

President Herrick C. Brown assumed 
responsibility of getting northern Cali- 
fornia associations to act, and Vice- 
President Rolla R. Hays assumed sim- 
ilar responsibility for southern Cali- 
fornia. 


AGENCY NEWS 


Frank Agency of Chicago 
Forges Well Ahead 


The Raymond W. Frank general 
agency of State Mutual Life in Chicago 
Oct. 2 led all of that company’s agencies 
for the year to that date in paid volume 
by a surplus of $282,000 paid for. In 
September it stood in third place. The 
paid for production in nine months was 
greater than the agency has had for 
many years and among the company’s 
best records for any agency. 

The period Aug. 22-Sept. 30 was de- 
voted to a testimonial for Joseph C. 
Caperton, retiring general agent, who 
now is at Ft. Lauderdale, Fla., with 
his wife. The Frank agency submitted 
$455,875 in the Caperton contest, which 
was a portion of a nationwide production 
contest. Leslie R. Schauffler of the 
Frank agency was the company’s No. 1 
agent in personal production for the 
first nine months. 

A luncheon was held in Chicago honor- 
ing Mr. Caperton on his retirement with 
General Agent Frank as host. The 
agents and staff presented a plaque and 
a fine leather bag containing an assort- 
ment of men’s games to Mr. Caperton, 
who rendered his swan song. 














Honor Kalamazoo Veterans 


W. Roy Bryant, general agent of North- 
western Mutual Life at Kalamazoo, 
Mich., was host at a dinner honoring 
four veteran agents: John E. Crose and 
W. H. Reifsnyder, with 29 years’ serv- 
ice; Earl F. Hudson, 26 years, and Mrs. 
Anna Wade, cashier, 26 years. Mr. 
Bryant himself has a 28-year service 
record with the company. 





Observe Clark’s 10th Anniversary 


Roger A. Clark, general agent of 
Northwestern Mutual Life in Pitts- 
burgh, celebrated his 10th anniversary 
with the agency at a dinner Wednes- 
day. Edmund Fitzgerald, vice-presi- 
dent, and L. J. Evans, assistant’ director 
of agencies, were special guests. 

Mr. Evans awarded the prizes norm- 
ally distributed at the agency conven- 
tion of Northwestern Mutual which has 
been discontinued during the war and 
Mr. Clark awarded prizes to leaders in 
the agency. 





Jesse J. Letts, Buffalo manager of 
Union Mutual Life, led his company in 
production for September. He is cele- 
brating his tenth anniversary as manager. 
In his honor the agency force is com- 
peting in a sales campaign which will 
run through October. 


MANAGERS 








tual. Davis B. Adler leads the program 
committee. 





Cashiers Given Efficiency Tips 

Means by which agency cashiers may 
increase their efficiency and make them- 
selves more useful to their agencies were 
outlined by V. L. Desmond, assistant 
vice-president of the Detroit "Trust Co. 
at the luncheon meeting of the Detroit- 
Windsor Life Agency Cashiers” Associa- 
tion, with R. M. Lavell, Manufacturers 
Life, presiding. Mr. Desmond was for- 
merly cashier and agency supervisor both 
at the home office and in various agen- 
cies of Connecticut General Life and in- 
stalled a system of office routine that 
was adopted by the company for its 
agencies everywhere. Specializing in 
business insurance, estate analysis, taxa- 
tion and pension trusts, Mr. Desmond 
has lectured on these topics before 
classes sponsored by the Detroit C.L.U. 
chapter. 





McHaney and May Featured 


The St. Louis General Agents & Man- 
agers Association season got under way 
with an outing at Sunset Country Club. 
After dinner, a brief business meeting 
preceded two addresses. Powell B. 
McHaney, vice president of General 


American Life, spoke on “Recent Court 
Decisions 


Affecting Insurance Busi- 


ness.” Ailen May, president of Mutual 
Savings Life, talked on ‘Watchman, 
What of the Night.” 

Rex Jeffrey, newly elected president, 
officiated. Glen McTaggert, program 
committee, made arrangements. Sixty 
agency heads attended. 


Lee Addresses Dallas Group 


Richard R. Lee, vice-president in 
charge of agencies of Southwestern Life, 
discussed “Financing Agents” at the 
meeting of the Life Insurance Managers 
Club of Dallas. 





Benson Speaks in Newark 


At a dinner meeting of the General 
Agents & Managers Association of 
Northern New Jersey in Newark, Judd 
C. Benson, Union Central Life, Cincin- 
nati, N.A.L.U. trustee, spoke on “Re- 
cruiting—Maintaining Agency Morale— 
Prospecting.” 





Recruiting San Francisco Topic 
“The Importance of Recruiting” will 
be discussed at the Oct. 23 luncheon 
meeting of the San Francisco General 
Agents & Managers Association by Gil- 
bert Ball, California-Western States 
Life; H. Kenneth Cassidy, Pacific Mu- 
tual, and E. E. Keller, Reliance Life, who 
will also serve as chairman. Henry E. 








Hear Retail Credit Manager 


Harold E. Eckerman, manager of Re- 
tail Credit Co., addressed the St. Paul 
Managers & General Agents Associa- 
tion on “Underwriting and Inspection 
Reports.” 





Merchandising Panel at Buffalo 


Four successful agents will present a 
panel discussion on “How I Use Mer- 
chandising Methods in Life Insurance,” 
at the luncheon meeting of the Buffalo 
Life Managers Association Nov. 1. The 
speakers are Milton O. Cederquist, Trav- 
elers; Howard C. Gollop, Provident 
Mutual; George E. Howard, New York 
Life, and Chester R. Scribner, State Mu- 


—ALASHE.. 


TO THE MEN IN THE FIELD 


NOW IT’S THE 6TH 


The citizens of the U. S. can gauge the length of this all-out 
war in no better way than by the number of war loan drives 
which the Treasury Department, in its wisdom, sees fit to con- 
duct. 

Right now we are up against the sixth major war financing 
effort since Pearl Harbor. The American people are again 
faced with the gigantic task of meeting a huge quota. Once 
again dollars must be sacrificed temporarily for future delivery. 
But what a small sacrifice when banked against that which 
every man in our armed forces is making every hour of every 
day! 

Soon the Treasury Department i is going to run out of goed 
slogans for these financing efforts, and we think that it is about 
time to start repeating the one slogan that probably should 
live forever—''Remember Pearl Harbor.” 

As in the past five drives, many thousands of able life under- 
writers in the field will again be in there “pitching”. And, as 
usual, Commonwealth men in the field will do their part to 


the best of their ability. 


Nre Quality Mtom are building Quality Vedeme 
ONWEALTH 


INSURANCE Co. 


MORTON BOYD, President 
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North, vice-president Metropolitan Life, 
will speak. 


Coffin to Speak in Cleveland 


Vincent B. Coffin, vice-president and 
superintendent of agencies Connecticut 
Mutual Life, will address the Life Exec- 
utives Club of Cleveland at a dinner 
meeting Oct. 24. While in the city he will 
be the guest of the Rosenbaum agency 
of Connecticut Mutual at a luncheon. 


To Provide Ohio Speakers 


The Supervisors Club of Cleveland, 
at its last meeting, decided to assist the 
Ohio Association of Life Underwriters 
in furnishing speakers for smaller local 
associations. Under this plan supervisors 
traveling the state will address the 
smaller associations. 











The Franklin county engineer’s office 
furnished news movies for the Columbus 
Cashiers Association entertainment at its 
luncheon. 








Besser Agency Enlarges 


The Edwin E. Besser general agency 
of Lincoln National Life in Chicago is 
expanding its quarters by approximately 
600 féet so it now occupies the entire 
front of the eighth floor at 166 West 
Jackson boulevard. The increased facili- 
ties are being taken for agents and 
brokers. The new space will provide two 
private offices and a large agency room 
for the contract agents. It will also re- 
lease a room which has been used for 
the agents that now will be made avail- 
able for agency meetings and instruction 
of new agents. In all, the Besser office 
now occupies about 2,500 square feet of 
floor space. The agency has had 93% 
increase in new business in the first nine 
months and the September gain was 
10%. 


World of Omaha has been licensed in 
California with Charles Joseph of Los 
Angeles as general agent. 


— Buld- 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 


Hares How: 


The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
@ group of select and salable poli- 
cies—diversified policies—Life, Accl- 
dent and Health. 








Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


For contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


qan or Indiana, address Agency 
Manager. 
LIFE & . ACCIDENT 


* HEALTH a 


WISCONSIN: NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 











NEWS ABOUT 


LIFE POLICIES 


ACCIDENT 





National Life 
Retains 43-44 
Scale for 1945 


MONTPELIER, VT.—The directors 
of National Life at the quarterly meeting 
Tuesday voted to continue in 1945 the 
same dividend scale as was maintained 
in 1943 and 1944. 

“It is a source of great satisfaction 
to the company and to its representa- 
tives, as it will be to our policyholders,” 
said President Elbert S. Brigham, “that 
our directors feel we are warranted in 
continuing our present dividend scale 
through 1945. This is made possible 
through substantial savings resulting 
from a low rate of mortality and the 
company’s ability to maintain a_ high 
rate of earnings despite current period of 
low interest rates.” 





New Juvenile-Adult 
Contract Issued 


Occidental Life of California this 
week introduced a new juvenile policy 
designed to fulfill the insurance needs 
of both childhood and adult life. It is 
termed the junior estate policy. 

This contract starts with $1,000 of 
death benefit for each unit at child’s age 
of issue; has graded death benefits be- 
low age 5. It yields approximate en- 
dowment results during childhood and 
youth, accumulating substantial non- 
forfeiture values. Then at age 21, the 
death benefit automatically increases to 
$5,000 without increase in premium and 
without medical examination. This pro- 
vides straight life insurance with a pre- 
mium rate considerably below that for 
ordinary life at either attained or origi- 
nal age at issue. Thus high cash value 
is provided during the lifetime low cost 
protection as an adult. 


Premium Rate Relatively Low 


The policy has a premium as low as 
$9.16 per thousand for issue age under 
six months and only $12.55 per thousand 
for issue age 11. It is participating. 
The minimum unit is $5,000 ultimate 
face amount and maximum $25,000, with 
non-medical permitted up to $15,000 ul- 
timate amount for qualified agents. Is- 
sue ages are from one day to and includ- 
ing 11. The usual policy options are 
included. The extended insurance option 
always follows the death benefit shown 
in the face of the policy; if elected be- 
fore age 21 it provides $1,000 extended 
insurance per unit until age 21, then au- 
tomatically advances to $5,000 for the 
balance of the period of extended insur- 
ance provided in the table. The amount 
of insurance: under the paid-up option 
always equals or exceeds the face 
amount in the eigthth or ninth year, de- 
pending on issue age. Cash value plus 


accumulated dividends at 20th year al-. 


ways will exceed premiums paid if the 
present dividend scale and interest ac- 
cumulation rate are continued. 

Premium insurance on the 20-year 
plan will be written for all issue ages if 


applicant qualifies for this benefit, and 
the premium deposit agreement may be 
added. 

Double indemnity and income dis- 
ability riders, or the family income rider, 
may be attached in later years if de- 
sired. Premium rates for the new con- 
tract are: 


Premiums Per $5,000 Ultimate Amount 


Age Prem. Age Prem. Age Prem. 
Under 

6 mos. te 81 . -$51.21 8....$57.34 
Bcc anecess 47.17 Bei 52.63 Scr. DOT 
2. 48.49 Gi. 5 (OAbo “202....s meen 
weriese 49.84 if - S5M0 11.... G2it4 


Dividends Per $5,000 Ultimate Amount 





Age End of Year————— 
at 1 5 10 15 20 25 
Issue $ $ $ $ $ $ 
Under 

6 mos.. 2.00 3.58 5.59 7.88 10.35 18.89 
Baw et sx 2.06 3.72 5.84 8.11 10.86 19.24 
B25 ante 2.12 3.78 6.05 8.44 15.89 19.95 
Bicssas 2.22 3.90 6.24 8.68 16.34 20.21 
ayo 2.81 4.01 6.38 8.89 16.84 20.36 
Diverse 2.388 4.10 6.49 9.14 17.41 20.45 
Oui wad 2.45 4.23 6.68 9.38 17.78 20.47 
: eee 2.51 4.33 6.82 14.81 18.70 20.46 
Bese 2.56 4.46 7.06 15.16 19.14 20.39 
Oy sass 2.60 4.58 7.28 15.68 19.16 20.36 
er aes 2.63 4.71 7.60 16.14 19.20 20.31 
per 2.65 4.83 7.86 16.70 19.18 20.31 





Berkshire Brings 
Out New Forms 


Berkshire Life has brought out a fam- 
ily income rider, which is available on 
either a 10, 15 or 20 year plan with pre- 
miums payable during the term of the 
rider. It may be included with any new 
policy of ordinary life or higher pre- 
mium forms, or added to any similar 
policy issued on or after Jan. 1, 1939. 

Also Berkshire announced an optional 
endowment at age 65 contract—a combi- 
nation low cost, two-fold security plan, 
providing permanent life insurance pro- 
tection plus cash at age 65. Up to age 
65 the policy is to all intents and pur- 
poses a life paid-up at age 65 but with 
somewhat higher premium and guaran- 
teed values, but at 65 the insured may 
elect a fully paid-up life contract for the 
full face of the policy and in addition a 
cash payment to himself of 20% of the 
face amount; a fully paid-up life con- 
tract for the full paid face of the policy 
plus an income for life, if the cash pay- 
ment is sufficient to provide $10 
monthly; the full cash value of the pol- 
icy, or a monthly income for life to sup- 
plement his retirement income. 

The company’s pension trust rules 
have been completely revised and a new 
policy is made available for pension 
trusts only. This is an endowment at 
age 85 contract, but within three months 
prior to age 65 the trustees may deposit 
with the company a sufficient amount to. 
provide the required pension, such 
amount representing the difference be- 
tween the cash value of the policy and 
the amount required to provide the pen- 
sion, plus 5% of such difference. The 
endowment at 85 policy must be issued 
on the basis of $1,000 for each $10 of 
pension required. 





The Oklahoma agency of Pacific Mu- 
tual Life is engaged in its annual con- 
test with the E. E. Henderson agency 
of Chicago, to see which can write the 
most business from Oct. 2 to Nov. 11. 
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Two Medical Groups Tangle 
on Endorsing U. S. Cover 


Approval of a federal plan of compul- 


sory health insurance by the American | 


Public Health Association, composed of 
doctors, dentists, laboratory  techni- 
cians, nurses and others in public health 
service has brought a sharp rejoinder 
from the American Medical Association, 
which is especially critical of the fact 
that the approving report was adopted 
without any previous conference with 
the trustees of the A.M.A. and Ameri- 
can Dental Association. 

That report declared that a single re- 
sponsible agency is a fundamental requi- 
site to effective administration at all lev- 
els and recommended that “because of 
its record of experience and accomplish- 
ments in this field,” the U. S. Public 
Health Service should administer the 
program involving the construction of 
additional facilities, at the federal level. 
Dr. J Mountin, assistant surgeon 
general of U.S.P.H.S., was chairman of 
the committee which submitted the re- 
port. 

Referring to the rejection of proposals 
for conference, the Journal of the 
A.M.A. says that “this indicates the at- 
titude that may be expected of those 
committed to federal control of all mat- 
ters in the health field if they should 
have control of the Washington bureau- 
cracy that would dominate American 
medicine should their ideas become ef- 
fective.” It characterizes the move as 
“a shrewdly manipulated performance 
by full-time public officials, economists, 
bureaucrats.” 

Dr. Thomas Parran, surgeon general 
of U.S.P.H.S., has long been known as 
an advocate of federalization and last 
week at a hearing before a senate sub- 
committee minimized the possibilities 
and effectiveness of voluntary insurance 
schemes, 





Hedges Discusses Wagner Bill 


At the October luncheon meeting of 
the Kansas City Association of Accident 
& Health Underwriters, with 60 in at- 
tendance, Herbert A. Hedges, Kansas 
City general agent of Equitable Life of 
Iowa and immediate past president of 
the National Association of Life Under- 
writers, discussed the Murray-Wagner- 
Dingell bill and its effects on the insur- 
ance business if passed. 

Mr. Hedges urged the local associa- 
tion to appoint a committee to study 
the bill and report on it to the National 
association. He said it is too powerful 
a factor to be overlooked by life, acci- 
dent and health men and is big enough 
to become a political campaign issue, 
and it is up to these various associations 
to inform themselves of what a proposi- 
tion such as this bill would do to the 
public. 


Cloos Heads N. Y. Nominators 


NEW YORK—F. G. Cloos, Metro- 
politan Life, was appointed nominating 
committee chairman to report at the 
November meeting of the New York 
Accident & Health Club by J. F. Ly- 
don, Ocean Accident, president, at the 
club’s first fall meeting. Plans for the 
sales conference Oct. 24 were discussed 
by G. C. Hamlin, U. S. F. & G., vice- 
president in charge of educational ac- 
tivities. _ Memorial resolutions 
adopted for Lt. F. J. Kramer, U. S. 
F. & G., and C. F. Demsey, Travelers. 
U. S. army motion pictures were shown. 

F. N. Dull, Continental Casualty, will 
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be honorary chairman of the sales con- 
ference, and the speakers will be P, C. 
Magnus of Magnus, Mabee & Reynards, 
and W. Canner, assistant A. & H. 
manager John street office of Travelers. 


ASSOCIATIONS 


Complete Program for 
Missouri State Mid-Year 


At the semi-annual meeting of the 
Missouri Association of Life Underwrit- 
ers, at Jefferson City, Nov. 3-4, the morn- 
ing session of the first day will be con- 
ducted by William H. Andrews, Jr., 
president and Philip B. Hobbs, secretary 
of the National association. Local and 
state association administration will be 
discussed. At luncheon Superintendent 
Scheufler, will speak on “Qualification 
Law for Agents.” 

The evening session, also conducted by 
the national officers, will concern 
finances, law and legislation, education, 
agency practices, war bond campaign, 
agent’s compensation and other affairs 
of the national body. 

The second day will be devoted chiefly 
to state association matters. Mr. Hobbs 
will talk on “Making Your Quota.” 
Wayne Clover, Penn Mutual, Kansas 
City, is president of the Missouri associa- 
tion. 

In the afternoon insurance men have 
been invited to the Missouri vs. Michigan 
State football game at Columbia. 


N.A.L.U. Illinois Visitation 
Schedule Is Announced 


The schedule for the N.A.L.U. speak- 
ers’ bureau program in Illinois Nov. 
9-18 has been announced. Speakers will 
be Carlton W. Cox, Metropolitan Life, 
Paterson, N. J., and Ernest A. Crane, 
national Northwestern Mutual, Indian- 
apolis, both national trustees. Each 
speaker will be accompanied by a state 
oftcer and will hold separate meetings 
with the directors and members of each 
local association. 3 


Expenses will be paid for one delegate 
from each local association in the state 
to a meeting November 17, in Peoria, 
which also will be attended by W. H. 
Andrews, Jr., national president, and 
Philip B. Hobbs, national secretary. II- 
linois was the only state to have 100% 
representation at its state conference 
last year and is working toward that 
goal again this year. 

The itinerary for Mr. Cox (accompa- 
nied by Thomas A. Lauer, state vice- 
president) will be: Nov. 9, Elgin and 
Aurora; Nov. 10, Joliet and Kankakee; 
Nov. 11 (accompanied by Kenney E. 
Williamson, state vice-president), La 
Salle county; Nov. 13, Galesburg board; 
Nov. 14 (accompanied by F. P. Bei- 
riger, past state president, Rock River; 
Nov. 15 (accompanied by James H. 
Brennan, state _secretary-treasurer), 
Freeport; Nov. 16 (accompanied by Mr. 
Brennan), Rockford. 

Mr. Crane’s itinerary will be: Nov. 9 
(accompanied by Lynn S. Broaddus, 
State president), Danville; Nov. 10, 
Champaign; Nov. 11, Decatur; Nov. 13 
(accompanied by W. B. Buckley, past 
state president), Carbondale; Nov. 14, 
Alton and Granite City; Nov. 15 (ac- 
companied by A. E. McKeogh), Jack- 
sonville and Springfield; Nov. 16, 
Bloomington. 

The climax of the visitation program 
will come at the mid-year meeting in 
Peoria on Nov. 17-18. A conference of 
national, state and local officers will be 
held the morning of Nov. 17,, similar to 
last year’s successful program. Expenses 
of one delegate from each local associa- 
tion will be paid, which will aid in get- 
ting full representation. 

Plans for forming the Illinois Round 
Table, composed of 102 eligible quarter- 
million dollar producers, will be per- 
fected at a luncheon. The officers con- 
ference will continue in the afternoon 
simultaneously with a general agents and 
managers session. A cocktail party and 














dinner will follow. Five outstanding 
speakers are being secured for the Pe- 
oria association’s 20th annual sales con- 
gress on Nov. 18. 





Los Angeles Forum 
Reviews Detroit Meeting 


LOS ANGELES—The Life Insur- 
ance Forum of the Life Underwriters 
Association of Los Angeles held a meet- 
ing devoted to reports from the N. A. 
L. U. meeting in Detroit. 

President O’Brien Sawyers, Aetna 
Life, said the association: sent 35 mem- 
bers, the largest delegation in its his- 
tory, to the Detroit meeting. He intro- 
duced A. C. Duckett, the Northwestern 
Mutual Life, new national trustee, and 
chairman of the N. A. U. agents 
compensation committee, who said the 
National association has a big task 
ahead of it this year and urged associa- 
tion members to present their ideas, not 
only on agents compensation, but all 
other topics that are of concern to the 
business. 

Tribute was paid to Roy Ray Roberts, 
State Mutual Life, for his work along 
educational lines. 


Stever, Sherman, Parsons Speak 


Ron Stever, of the Equitable Society 
gave some of the highlights of the ad- 
dress by President Eric Johnston of the 
U. S. Chamber of Commerce. 

Marvin Sherman, Equitable Society, 
listed some points he felt had been par- 
ticularly stressed at Detroit. They were 
the business insurance approach, will 


’ approach, service calls as best source of 


business; standardization of office work 
to aid in giving more time to inter- 
views; life insurance proceeds as being 
the largest part of an estate that is tax 
free: wealthy people can buy life insur- 
ance by converting capital. 

Harold S. Parsons, Travelers, said 
those who contribute most to the as- 
sociation and the business are those 
who get the most out of it. He said 
that achieving membership in the Mil- 
lion Dollar Round Table was an incen- 
tive that has inspired him to keep on 
making an effort to build up his busi- 
ness. 





N. Y. State Meet at Troy, Nov. 10 


At the fall meeting Nov. 10 of the 
New York State Association of Life Un- 
derwriters at the Hendrick Hudson Ho- 
tel, Troy, the report will be received of 
the planning committee and the results 
made known of the recent survey that 
was made among the officers of each lo- 
cal association. The conventioneers will 
be entertained the evening of Nov. 9 at 
a fellowship reception by the agency 
heads of Albany, Schenectady and Troy. 

The group will join the Troy associa- 
tion at a luncheon on Nov. 10 with a 
speaker. 





Managers Conduct S. F. Meeting 


In line with the program of President 
Gordon Coryell, under which one sec- 
tion of the San Francisco Life Under- 
writers Association will put on the pro- 
gram for at least one of its meetings in 
competition for the President’s Trophy, 
the general agents and managers sec- 
tion will conduct the meeting Oct. 26. 
J. H. Rowe, Bankers Life, president of 
the General Agents & Managers As- 
sociation, will serve as chairman of the 
program, devoted to discussion of 
“Many Reasons Why Life Insurance Is 
by Far the Best Post-War Investment.” 
Speakers, in addition to Mr. Rowe, will 
be R. Edwin Wood, Phoenix Mutual 
Life; Forrest J. Curry, Penn Mutual, 
and Buryl Blevins, Occidental Life. 





Salt Lake City—Frank Mozley, national 
committeeman, gave highlights of the 
Detroit convention. 

The question of whether Utah should 
have an Insurance Federation came up 
for discussion, led by A. H. Good, Kolob 
Corporation, president of the Utah Acci- 
dent & Health Club, who strongly 
favored such an organization. Some 
thought the proposition savored too much 
of “politics,” and the matter was referred 


to the directors for report at the Nov. 10 
meeting. 


Wichita—Reports on the N.A.L.U. con- 
vention were given by President Don 
Mitchell and Elmer Moore, both of New 
York Life, and Harry W. Stanley, Equi- 
table of Iowa, member of the Million 
Dollar Round Table. A report was given 
on the organization meeting of the C.L.U. 
class directed by Dr. F. L. Whan of 
Wichita University. . 


Northern New Jersey—Thomas J. 
Wheaton of the home office agency of 
Prudential has been elected president of 
the agents’ council, with David A. Brum- 
field as secretary. 

Des Moines—A. R. Jaqua, associate edi- 
tor of the Diamond Life Bulletins, will 
talk Oct 20 on “Post-war Selling.” 


Cedar Rapids, Ia.—Roy Ray Roberts, 
Los Angeles general agent of State Mu- 
tual Life, spoke on “Present Day Man- 
agement and Underwriting Trends.” 

Canton, 0.—Henry T. Peabody, educa- 
tional supervisor of New York Life, spoke 
on programming. 

Long Beach, Cal.—Rolla R. Hays, Jr., 
Los Angeles general agent of New Eng- 
land Mutual Life, and vice-president of 
the California association, and Edward 
Choate of the Hays & Bradstreet agency, 
reviewed the N.A.L.U. meeting in Detroit. 

Washington, D. C.—The following com- 
mittee chairmen have been named by 
Vernon Holleman, president; Business 
practice, Roger L. Baldwin; cooperation 
with attorneys and trust officers, Leopold 


V. Freudberg; education, J. Donald 
Sutherland; legislation, Joseph W. Marr; 
membership, William J. McCausland; pro- 
gram and meetings, H. Cochran Fisher; 
women underwriters, Lena Hitchcock. 

Cleveland — Henry S. Stout, Dayton 
general agent John Hancock Mutual Life, 
spoke on “Sex or Showmanship in Sell- 
ing.” C.L.U. diplomas were presented to 
Albert G. Williams, Mutual Life, and 
Clark W. Smith, Prudential, Ashtabula. 

The women’s division will meet Oct. 23. 
Miss Helen Rockwell, National Life of 
Vermont, and Miss Ethel Wood, Equitable 
of Iowa, will report on the Detroit con- 
vention. 

Davenport, Ia.—Earl Schwemm, Chi- 
cago manager of Great-West Life, is ad- 
dressing a dinner meeting Oct. 13. 

Rochester, N. ¥.—Homer C. Chaney, 
manager of New England Mutual at 
Cieveland, addressed the luncheon meet- 
ing on “How Knowledge Can Put Dol- 
lars in Your Pocket.” Eugene A. Ging 
was elected president to fill the unex- 
pired term of Paul E. Van Horn, who 
was commissioned a second lieutenant 
in the marine corps. George C. Green 
was elected vice-president. 


Columbus, 0.—Fred H. White, Connec- 
ticut Mutual, Buffalo, spoke Thursday on 
“Prospecting Had Me Licked.” 

Albany, N. Y.—The association is 
sponsoring a study course available to 
all agents, beginning Oct. 20. Those in- 
terested in preparing for the C.L.U. ex- 
aminations next June can do so by tak- 
ing the course. The instructor is Prof. 
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PROFESSION 


Few professions offer greater opportunity for human 
service, greater personal earnings or future security than 
that of the life insurance man. 

Having energy and confidence, and deep sympathy with 
mankind’s hopes, aims, problems, and ambitions, the life 
insurance man may be certain of adequate financial reward 
and a place in an honorable profession. 

By the quality of their work, life insurance men have 
gained public recognition and esteem for their profession. 
No longer is the insurance agent regarded with annoyance 
and considered an intruder and a meddler. No other group 
of men ever fought longer against human prejudice and 
suspicion for the clear purpose of helping humankind. 

Thousands of people own a comfortable estate only be- 
cause some life insurance man persuaded them to take out 
life insurance. Many a wife with her children has been 
pesos for because an insurance man convinced her hus- 

nd that he should have insurance. 

Today life insurance men are regarded as real bene- 
factors of the race, and life insurance is understood for 
what it really is—the greatest force in the world for guar- 
anteeing man’s future and the well-being of his wife and 


Over the years Southland Life Agents, because of their 
high conception of life insurance and through the high 
quality of their work have done much to establish their 
profession in its present high place. 
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Andrew V. Clements. Classes will be 
Friday nights at 7 p. m. at the Albany 
Law School. Ernest H. Perkins is chair- 
man of the education committee. 
Lansing, Mich.—A panel discussion of 
the problems of returning service men 
was held, led by Kenneth Finch, Harold 
Hess, Francis Barnhart, Wilbur Moyer, 
William Burlingame and E. A. Johnson. 
It was agreed that members should be 
prepared to offer expert advice on con- 
version of government insurance, aiding 
widows and parents of men who have 
lost their lives by advising them on in- 
surance, social security, gratuity pay and 
such matters, and providing counsel to 
discharged soldiers and sailors as to 
their future insurance programs, includ- 
ing continuance of their war coverage 
either on a term or converted basis. 


Peoria, Ill.—Arthur F. Priebe, associate 
general agent of Penn Mutual and presi- 
dent of the Rockford association, spoke 
on “Simplified Programming” at a meet- 
ing sponsored by the Peoria C.L.U. chap- 
ter and Peoria association. 

Rock River, Ill—New officers elected 
are: president, Fred Allai; vice-president, 
Robert Mitchell; secretary-treasurer, A. 
J. Jurkens, all of Sterling. 

Elgin, Ill—Mare A. Law, associate 
manager Parsons agency of Mutual 
Benefit, Chicago, spoke on “Pensions and 
Estate Taxes.” 

Galesburg, Ill—F. H. Lockard, store- 
keeper 2/c on leave, spoke on national 
service life insurance, urging agents to 
assist service men in their insurance 
problems. 


Decatur, Ill.—C. S. Huffman, who quali- 
fied for the Million Dollar Round Table, 
told of the meeting at Detroit during the 
National association convention, as did 
Cc. J. Bogard, who was a delegate to the 
national convention. 

La Salle county, Ill.—L. E. Byrd, mer- 
chant of Ottawa, spoke on “The Buyer’s 
Viewpoint on Life Insurance.” 

Rockford, Ill.—L. S. Broaddus, state 
association president, spoke on “Organ- 
ized for Production Today.” The next 
day the association met with local agents 
to hear Noah Mason, congressman from 
the Rockford district, discuss develop- 
ments in Washington vital to the insur- 
ance business. 
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Hruska Named New 


Nebraska President 


LINCOLN, NEB.—Lodges must do 
something besides holding closed ses- 
sions and initiating members if they 
would remain alive and do the great 
good that is possible, Farrar Newberry, 
Omaha, president National Fraternal 
Congress and head of W.O.W., Omaha, 
told the Nebraska Fraternal Congress 
at its annual meeting. He urged the fra- 
ternals to rebuild the fraternal spirit 
through local lodges by entering more 
fully into civic and community welfare 
work, and outlined a program which in- 
cluded cooperation with welfare and 
community organizations, conducting 
surveys to find jobs for returning ser- 
vicemen, encouraging amateur athletics, 
sponsoring junior memberships to assist 
in 4-H work, and other activities. 


New Officers Are Elected 


Roman L. Hruska, Omaha, Western 
Bohemian, was elected president; C. R. 
Behnke, Standard Life, Lincoln, first 
vice-president; Mrs. Julia E. Sanders, 
Woodmen Circle, Omaha, second vice- 
president; Joseph A. Vojir, Catholic 
Workmen, Omaha, third vice-president; 


Mrs. Ruth K. Marhenke, Woodmen 
Circle, Lincoln, reelected secretary- 
treasurer. 


John P. Stock, Detroit, secretary of 
Maccabees, discussed cooperation be- 
tween fraternal groups, in charity work 
such as homes for the tubercular and 
aged, and other eleemosynary projects, 
many of which, he said are managed and 
financed by individual organizations but 
are only partially filled. : 

Walter C. Below, Fulton, IIl., presi- 
dent Fidelity Life and vice-president of 
N.F.C., spoke on fraternals’ activities in 
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prevention of juvenile delinquency. Op- 
erating in 11 midwestern states, he said, 
about 20,000 juvenile members are 
banded together under direction of juve- 
nile supervisors, with the result delin- 
quency has become rarer wherever such 
a group is operating. 


Director Fraizer Comments 


Insurance Director Fraizer of Ne- 
braska said he did not believe a frater- 
nalist who occasionally wrote a 
policy for his neighbor should be li- 
censed, but he thought the case of a 
fulltime fraternal salesman might be dif- 
ferent. There is no real movement in 
the various states to tax fraternal socie- 
ties’ premiums, he said. The theory 
generally is that most are true frater- 
nals. 

Dr. A. E. Mailliard, Osmond, con- 
gress president, presided. . E. Mc- 
Grath was toastmaster at a luncheon at 
which a president’s pin was presented 
to Dr. Mailliard. Omaha was selected 
for the 1945 convention. 





Iowa Congress Has 
Full Program 


DES MOINES—W. P. Donald, Mod- 
ern Woodmen, Ames, was elected presi- 
dent of the Iowa Fraternal Congress at 
the annual meeting. The 1945 congress 
was awarded to Ames. 

R. B. Twogood, Maccabees, Des 
Moines, was named first vice-president; 
G. C. Iekel, Catholic Order of Foresters, 
Independence, second vice-president; 
Mrs, Irene Bird, editor “Fraternal Field,” 
Cedar Rapids, reelected secretary-trea- 
surer; Mrs. Rose Harvey, Degree of 
Honor, Cedar Rapids, executive commit- 
tee chairman. R. W. Schultz, Aid Asso- 
ciation for Lutherans, Waterloo, Mrs. 
Dorothy Johnson, Royal Neighbors, 
Des Moines, and Edwin Kress, Wood- 
men of the World, Sioux City, were 
named members of the executive com- 
mittee. : 

Commissioner Fischer of Iowa and 
several leaders in the National Fraternal 
Congress were’ speakers, including 
President-elect Farrar Newberry of 
N.F.C., who is president of Woodmen 
of the World, Omaha; Mrs. Grace W. 
McCurdy, head of Royal Neighbors, 
Rock Island, Ill., immediate past presi- 
dent of N.F.C.; Mrs. Dora Alexander 
Talley, head of Woodmen Circle, 
Omaha, past president of N.F.C., who 
spoke on “Fraternalism in the Post War 
World;” T. O. Hertzberg, chief organ- 
izer of Fidelity Life, Fulton, IIl., on 
“Ways and Means of Increasing the Av- 
erage-Sized Policy”; William G. Fisher, 
executive vice-president of Lutheran 
Brotherhood, on “Buying Trends.” 


Others Who Spoke 


W. P. Donald, Ames, Modern Wood- 
men, Iowa congress vice-president, re- 
sponded to greetings. Mrs. Margaret 
Best, Sioux City, Iowa manager of 
Woodmen Circle, presided as president. 
Among the other speakers were Lyle 
Brown, Des Moines, Iowa manager 
Modern Woodmen, on “Juvenile Insur- 
ance;” Mrs. Florence Bridges, Des 
Moines, Iowa manager of Royal Neigh- 
bors, who reported on the N.F.C. meet- 
ing at St. Louis, and Mrs. Rose Har- 
vey, Cedar Rapids, Degree of Honor, 
who talked on “Backing the War Ef- 
fort, 2 

At the banquet, Arthur Brayton, sec- 
retary Des Moines Chamber of Com- 
merce, a noted afterdinner speaker, was 
master of ceremonies. 





Texas Commissioner to 
Address Congress Rally 


Commissioner O. F. Lockhart of 
Texas and Farrar Newberry, the new 
president of the National Fraternal Con- 
gress, will be among the speakers at the 


annual meeting of Texas Fraternal Con- 
gress Nov. 1-2 in Dallas. The program, 
which is being prepared by John H. 
Cullom, Dallas, life-time secretary of the 
congress, also includes as_ speakers 
Henry R. Freitag, publicity director of 
Modern Woodmen; Mrs. Grace W. Mc- 
Curdy, head of Royal Neighbors and 
immediate past president of N. F. C.; 
Mrs. Dora Alexander Talley, supreme 
president, and Mrs. Jeanie Willard, edi- 
tor, of Woodmen Circle, Omaha. 





Kentucky Congress Holds 
Annual Gathering 


August Faubel, Aid Association for 
Lutherans, spoke on post war planning 
at the Kentucky Fraternal Congress an- 
nual meeting in Louisville. Mrs. Lois 
Waterfield, Woodmen Circle, discussed 
benefits of cooperation between fraternal 
societies; E. H. Palmer, Maccabees, 
spoke on fraternal insurance as an in- 
vestment. 

Ella Meade Palmer of the Maccabees, 
Lexington, secretary-treasurer, reported 
on the National Fraternal Congress con- 
vention in St. Louis. Judge Henry F. 
Turner, national director of Modern 
Woodmen, also gave an address. J. W. 
Appel, Jr., Order United American Me- 
chanics, president, presided. Mrs. Water- 
field has been first vice-president and 
Mr. Faubel second vice-president for the 
last year. 

New officers elected are: President, 
Lois Waterfield, Woodmen Circle; first 
vice-president, August Faubel, Aid As- 
sociation for Lutherans; second vice- 
president, Judge Henry Turner, Modern 
Woodmen; secretary - treasurer, Ella 
Meade Palmer, Maccabees, reelected. 

E. H. Palmer expressed belief the fra- 
ternal institution is in position ade- 
quately to supply the investment needs 
of most persons, and that when the pub- 
lic becomes convinced that fraternalism 
can give them a sound plan of “insured 
investment” which creates an estate im- 
mediately and guarantees stipulated 
sums at definite times in the future, they 
will increase premium deposits instead 
of seeking other places to invest sav- 
ings. Members should be encouraged 
to invest just as much as possible of 
their income in fraternal legal reserve 
insurance, for it is sound, safe; fair and 
provides an honest return. 





Well Trained Field Force 
Held Vital Necessity 


William Wiles, director of Modern 
Woodmen, at the annual meeting of the 
Ohio Fraternal Congress held in Can- 
ton declared the future of the entire in- 


. surance business depends on organizing, 


training, developing and maintaining an 
active field force. In addition to Super- 
intendent Crabbe of Ohio, whose re- 
marks were digested last week, speakers 
included J. B Yaw, Maccabees, who 
spoke of the value of the Ohio congress 
to the societies; Judge T. H. Leahy of 
the common pleas court at Canton who 
talked on domestic relations; Farrar 
Newberry, president-elect of the Na- 
tional Fraternal Congress, “Fraternity 
in Action in the Post War World;” 
B. T. Bonnot, Knights of Columbus, 
“Fraternalism;” T. E. Herrick, assistant 
vice-president Cleveland Trust Com- 
pany, “Cash Money,” and F. B. Mallett, 
supreme guardian Protected Home 
Circle, Sharon, Pa., “Life Insurance and 
the Returning Serviceman or Woman.” 
Congressman Homer Ranney of Toledo 
was a speaker. Henry V. DeVille, Jr., 
president, presided assisted by Robert S. 
Cox, secretary-treasurer, state manager 
Modern Woodmen, Millersburg. 

The new vice-president is John Bal- 
thes, Cleveland, national president Cen- 
tral Verband der Siebenbuerger Sachsen. 
His name was given last week as John 
Baltres. In addition Nellie M. Murray, 
Toledo, state supervisor Royal Neigh- 
bors, was elected second vice-president. 

Secretary Cox is serving his eighth 
consecutive term in that post and is as- 
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sisted by his wife, Onia M. Cox, assist- 
ant secretary. She is secretary of the 
state office of Modern Woodmen. E. C. 
Jacobs, Cleveland, is serving his sixth 
consecutive term as treasurer. He is 
Ohio general agent of Aid Association 
for Lutherans. 





Two State Congresses Meet 


The New Jersey Fraternal Congress 
will hold its annual meeting Nov. 11 at 
the Elizabeth Carteret hotel, Elizabeth, 
and the West Virginia Congress, Oct. 28 
at Hotel Gore, Clarksburg. 





John Mattes Dies at 85 


OMAHA—John Mattes, Jr., 85, a 
leading figure in fraternal work in Ne- 
braska in past years, died. He was state 
president of Sons of Herman for years 
and also served several years as national 
president. 

Harry W. Heagren, 69, district man- 
ager at Salt Lake City .of Woodmen of 
the World, Denver, died of a heart 
attack. Years ago he was a sports pro- 
moter. 

H. H. Witt, secretary of North Amer- 
ican Union, Chicago, has been ill for 
some time but is convalescing rapidly 
at his home. 


IN U. S. WAR SERVICE 


Marine Maj. Cyril C. Sheehan, for- 
merly with Minnesota Mutual Life and 
also with the W. A. Lang agency in 
St. Paul, received high praise for his 
excellent work as regimental supply of- 
ficer during the Saipan and Tinian 
campaigns. 

Prvt. Victor Arnopolin, son of L. H. 
Arnopolin, Chicago broker, was wound- 
ed in the face by a bomb in France. 
He enlisted in May, 1943, before he was 
18. He is in the infantry. 

Maj. Loren P. Kesler, formerly with 
New York Life in Chicago, has been 
appointed commanding officer of the 
marine air detachment, naval air tech- 
nical training center in Chicago. He is 
an air veteran of the former war and 
the Guadalcanal and Bougainville cam- 
paigns of the current Pacific conflict. 


Gordon Pullen, navy air force, on duty” 
in the South Pacific, formerly with 
Provident Life & Accident in Chatta- 
nooga, is home on furlough. He had 
to cut the lines of his parachute after 
he had bailed out of his plane and plunged 
several hundred feet into the ocean to 
avoid his own pilotless plane. The 
water broke his fall. 


RECORDS 


Franklin Life—New business in Sep- 
tember totaled $4,440,000 and for the 
first nine months $33,223,115, a gain of 
21%. Renewal premium income for Sep- 
tember showed a gain of 24% over Sep- 
tember, 1943, and for the first nine 
months amounted to $5,423,476. First 
year premium income for the first nine 
months increased 36%. Insurance in 
force is $263 million. 

National Life, Vermont—lInsurance in 
force has gained more than $30 million 
in nine months. During these nine 
months there has been a 27.31% increase 
in sale of new life insurance. The in- 
crease for September was less than has 
been registered for many months of the 
year, but the 7.21% increase over Sep- 
tember, 1948, marked the 19th straight 
“plus month.” 

American United Life—New paid busi- 
ness on Oct. 1 showed a 25% gain for 
the year. September sales were double 
those of a year ago. Outstanding gains 
have also been made in total insurance 
in force, in average paid-for policy size, 
and in persistency. American United’s 
lapse rate for 1944 stands at the lowest 
Point yet recorded, with policy loans and 
surrenders also dropping to new low 
figures. 

United States Life—Total new paid-for 




















business the first nine months of 1944 
increased 32%, the September gain being 
27%. A large proportion of the business 
represents life insurance protection for 
civilians travelling or residing abroad on 
government business in the patriotic per- 
formance of war-time duties. 

For September, the James F. MacGrath 
agency in New York was the leading 
agency in total paid-for domestic busi- 
ness, with the Dascit Underwriters, New 
York, in second place, and the Washing- 
ton, D. C., branch in third place. 


Factors in Getting 
Veterans Back 








(CONTINUED FROM PAGE 2) 


the premise that his readjustment to our 
business and to civilian life is fundamen- 
tally his own problem, that he wants no 
coddling, no special favors, no senti- 
mental show over his noble sacrifice! 
Let’s not stifle the veteran’s natural in- 
itiative or his confidence that he can be- 
gin where he left off and do a bigger and 
better job than he ever thought of do- 
ing in his pre-war days,” Mr. Kenagy 
urged. 


Parkinson for Anti- 
Trust Exemption 





(CONTINUED FROM PAGE 3) 


regulatory laws and collecting their 
taxes and allowing insurance executives 
to comply with state regulations and 
pay state taxes without the danger of 
being called to account by policyhold- 
ers or stockholders for allegedly dis- 
pensing money needlessly. 

Such legislation now by Congress 
would necessarily be temporary and 
would be subject to change if and 
when Congress knows more about the 
insurance business and wants to do 
something more specific, said Mr. 
Parkinson. For the present no affirma- 
tive exercise of Congressional power 
should be sought, he believes. For this 
reason there should be no reference in 
the declaration to fair labor standards. 
For the same reason Mr. Parkinson 
now believes that the suggestion he 
made in his widely publicized talk at 
the Chicago Life Underwriters Associa- 
tion’s annual meeting last June to the 
effect that Congress should make it a 
violation of federal law to disobey a 
state: insurance law should not be in- 
cluded. At this time there should be 
no attempt to have Congress exercise 
its newly found regulatory power over 
insurance. 

Validity of State Laws 

Mr. Parkinson said that the commis- 
sioners would doubtless hesitate to sup- 
port a blanket exemption from federal 
interstate commerce laws unless they 
could be certain that the validity of 
their state regulatory laws was to be 
continued unimpaired. He said that the 
measure he advocates would take care 
of this question since it would affirm 
the validity of state laws. 


Bankers Life of Ia. Makes 
Group Permanent Change 








(CONTINUED FROM PAGE 3) 


provided. The first year surrender 
charge is cut in half and the first year 
termination value becomes the full re- 
serve less $5 per $1,000 insurance. The 
new termination values will not be 
granted where the entire plan is termi- 
nated by cessation of premium pay- 
ments. An additional surrender charge 
is made under such circumstances. 

An attained age conversion privilege 
is given at the same rates as group per- 
manent rates and with first year cash 
values available as one of the options to 
the terminating employe. 

There is to be a new group permanent 
contract combining: A. Income endow- 
ment insurance for all amounts of re- 
tirement income up to and including 


$200 a month, subject to evidence of in- 
surability for amounts in excess of the 
automatic coverage limit; B. retirement 
annuity for all amounts of retirement 
income desired in excess of $200 a 
month. 

Among the group permanent con- 
tracts which are being continued, but 
we is the income endowment 

ve. 

On income endowment forms the ra- 
tio of insurance to retirement income in 
the reduced paid-up option used on ter- 
mination of employment is_ being 
changed. This benefit will be reduced 
paid-up retirement income commencing 
at the retirement age plus insurance un- 
til the maturity age equal to 100 times 
the monthly amount of reduced retire- 
ment income or equal to the reserve if 
greater. This, Bankers Life states, 
will preserve complete equity for a re- 
tired employe and enhance the effective- 
ness of the stop and go provision, if 
such provision is desired. 


NSLI Conversion 
Up to Individual 


(CONTINUED FROM PAGE 1) 


NSLI is essentially war time insurance 
which may be modified by legislation as 
the needs and sound insurance practice 
indicate. This should not be ignored, 
he said. 

In relating how the army sought to 
make NSLI available to men under 
siege immediately after Pearl Harbor 
under a special 120 day extension rule, 
Col. Grayson said the radio was jammed 
with endless lists of names, serial num- 
bers, amounts and beneficiaries from all 
over the world where troops were sta- 
tioned. Some 30,000 applications were 
thus received by radio and the final lists 
came in just as the guns were silenced 
at Corregidor. 

War department instructions provided 
that each applicant should execute a 
written application and the actual accom- 
plishment of that requirement is one of 
the dramatic sagas of the war. Shortly 
before the fall of Corregidor, General 
Wainwright ordered his finance officer, 
Col. Royal G. Jenks to assemble all 
financial insurance records available and 








deliver them to Washington. Col. Jenks 
took off in the utmost secrecy in a small 
naval launch and boarded a submarine 
located in a mine field. The submarine 
was submerged just in time to avoid 
capture by the Japs and for 22 hours it 
was pursued by five Jap destroyers which 
were constantly laying depth charges. 
After 19 days the submarine arrived in 
Australia and Col. Jenks proceeded to 
Washington and personally delivered 
the records to the war department. 


Life Agents Needed 


In some cases the radio communication 
had failed to specify the amount of in- 
surance applied for, and the Veterans 
Administration had tentatively assumed 
in such cases that the applications were 
for the maximum available. Written 
applications revealed in many cases that 
in spite of the danger of death, injury or 
capture, many applications had been sub- 
mitted for only $5,000 or less. “Appa- 
rently all the realities of war cannot 
replace the insurance agent,” Col. Gray- 
son commented. 

Until November, 1942, the War De- 
partment had not pushed the NSLI 
particularly, taking applications more or 
less on the voluntary basis. Under the 
new program adopted a life insurance 
officer was appointed in every post, camp 
or station, in every unit or organization 
the size of a regiment. It further di- 
rected that life insurance officers be 
drawn as far as possible from men in the 
army with previous life insurance ex- 
perience. However, as commanding offi- 
cers were loathe to release from their 
other responsibilities, life insurance men 
who were making good officers it was 
necessary to appoint some men who had 
little or no previous experience in life 
insurance, 


Source of Agents 


It was inevitable that among these 
hundreds of men who thus for the first 
time were indoctrinated with the need of 
life insurance and the part it plays in 
the economic life of the nation, who had 
a definite and important part in the sale 
and handling of enormous volumes of in- 
surance, there will be many who will 
elect to remain in life insurance work as 
their chosen field after the war. Col. 
Grayson said that these men should be 
a good source of agents after their dis- 
charge. “But please do not write to 
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fit a life insurance salesman to serve his clients as they may rightfully expect 
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the War Department as did one enter- 
prising home office official, for a list of 
names and addresses of all life insurance 
officers. No such list is available,” Col. 
Grayson added. 

In the fall of 1942 it was estimated 
that approximately 75% of the army was 
insured for an average amount of under 
$6,500 per insured. Col. Grayson said 
that when he visited a large reception 
center on the west coast in February, 
1943, he found that at that time that only 
20% of the personnel being processed 
there were applying for government in- 
surance. A few months later, after the 
army’s insurance program got well under 
way, 99.9% of the men inducted at that 
post were applying for insurance for an 
average policy of around $9,900. This 
same average has been true for all recep- 
tion centers in the last year and one-half. 


New Program Launched 


The new program got under way when 
another 120 day extension period to 
apply for NSLI was adopted on April 12, 
1943. Gen. Marshall and Gen. Somervell 
got behind it to secure a goal 100% in- 
sured for $10,000. In the tremendous 
and far reaching publicity and educa- 
tional campaign which followed, 2,250,000 
applications were received during the 120 
day period. 

To assist in oversea theaters two 
teams of three officers each were sent 
to the Pacific and Caribbean areas. One 
team was on Guadalcanal when Jap 
bombs were still falling there. These 
officers traveled by plane, staff car, jeep 
or any other means available, and put in 
from 10 to 14 hours a day giving talks 
and helping organize for the insurance 
program. When the team completed its 
work in the south Pacific area the per- 
centage of men insured was 98.2%, and 
the average amount per insured was 
Over $9,300. 


Results Are Told 


In June, 1941, 
NSLI 


the average amount of 
per insured was approximately 
$3,260, in June, 1942, it was $5,000, in 
June, 1943, it was $7,800, and in June, 
1944, over $9,000. 

This tremendous increase in the aver- 
age amount of insurance is bound to be 
reflected after the war in a higher aver- 
age policy of commercial insurance. A 
person who has once owned a $10,000 
policy will not, in all probability, again 
think in terms of $1,000 or $2,000. He 
may not buy more than a couple thou- 
sand insurance, but it will not be because 





his vision is on the lower level, Col. 
Grayson predicted. 
Drew Pearson Sidelights 

Drew Pearson, columnist, said 


Wednesday that following transfer of 
John Reed, son of Justice Stanley Reed, 
from the Cahill law firm to another 
New York law office,Cahill asked for 
rehearing of the S. E.U.A. case “in the 
hope” that the justice ‘would feel free 
to participate in the case with his son 
no longer in the Cahill firm. . But 
Justice Reed again refused to participate 
even though his son had transferred his 
allegiance from the Cahill firm.” 

Pearson also says Senator Barkley 
“was blowing his nose’ when the Wal- 
ter state’s rights bill was called on the 
Senate calendar on the last day of the 
Congressional session and passed by 
unanimous consent. When reconsidefa- 
tion was granted upon request of Bark- 
ley and Senator Hatch, says Pearson. 
“The two solons sat down wiping their 
brows.” 





Those who know E. A. Roberts, 
president Fidelity Mutual Life and are 
readers of the “New Yorker” magazine 
were struck by the picture of Mr. Rob- 
erts that featured the advertisement of 
Fabian Bachrach, New York and Chi- 
cago photographer, in last week’s edi- 
tion. The implication of the advertise- 
ment was perhaps that Fabian Bach- 
rach could do as well photographically 
by others but those who know Mr. Rob- 
erts photogenic qualities realize that the 
photographer had the best in anne 
matter. 


Stockholder-Employe Rule 
Is Clarified by IRB 


WASHINGTON—The Internal Rev- 
enue Bureau holds in PS39 that the 
stockholder rule limits contributions that 
may be used to provide benefits for cer- 
tain employes. “Thus,” a synopsis of the 
ruling by Deputy Commissioner Nor- 
man Cann says, “spreading deduc- 
tions for past service funding over a 
period in excess of ten years will not 
necessarily constitute compliance with 
that rule, although spreading the actual 
funding over a greater period may effect 
a satisfactory limitation.” 

PS39 follows in its essential parts: 

“In the instant a case reference is 
made to I. T. 3674, 1944—I. R. B. No. 
13, page 16, and advice is requested 
whether the requirements thereof are 
satisfied with respect to contributions 
for employes who are shareholders, as 
therein defined, if the deduction claimed 
for such contributions in the year under 
consideration does not exceed 30% of 
the deductions claimed for contributions 
with respect to all employes in that year. 

“Under the plan the contributions in 
the first year for the benefit of em- 
ployes, each of whom owns directly or 
indirectly more than 10% of the voting 
stock of the employer, are $23,000, and 
consist of $10,000 for normal cost and 
$13,000 for past service credits, the total 
cost of which is $130,000. The contribu- 
tions in the first year for the benefit 
of other employes are $35,000 and con- 
sist of $25,000 for normal cost and 
$10,000 for past service credits, the total 
cost of which is $100,000. It is proposed 
that deductions claimed in the year be 
limited to $50,000, representing $15,000 
with respect to the employes who are 
stockholders and $35,000 with respect to 
other employes, so that the deductions 
claimed with respect to stockholders are 
30% of the total. It is further proposed 
that deductions claimed in later years 
be similarly limited so that in every 
year the deductions claimed with respect 
to the stockholders would not exceed 
30% of the deductions claimed with re- 
spect to other employes. 

“It should be observed that I. T. 3674 
provides in part that a plan shall not 
generally be considered for the benefit 
of shareholders if contributions which 
are used to provide benefits for em- 
ployes who are shareholders do not ex- 
ceed 30% of total contributions. Thus, 
a limitation on deductions alone will not 
necessarily meet the requirements of the 
rule. 

“In the instant case, if but $15,000 of 
employer contributions are made and 
used for the benefit of the employes 
who are stockholders, and the remaining 
past service funding for the stockholders 
deferred to later years, the 30% limita- 
tion as to contributions will have been 
met in the year under consideration. 
There could be no objection to addi- 
tional contributions being made to com- 
plete the funding of the benefits of the 
employes who are stockholders after 
past service credits for other employes 
have been fully funded, so long as such 
contributions do not exceed the accept- 
able limitation in the year when made.” 





Mutual Life Names “Ad” Aid 


NEW YORK—Mutual Life has ap- 
pointed R. V. Vernet as advertising as- 
sistant in its public relations division. 
Mr. Wernet was formerly a member of 
the Providence “Journal.” Since Octo- 
ber, 1942, he has served in the army air 
corps and recently received his honor- 
able discharge. He is a graduate of 
the Rhode Island school of design and 
also took post-graduate work there in 
graphic arts. 





Bernard L. Hirsh, son of Louis 
Hirsh who is in charge of the policy- 
holders service department and also of 
the Security Life division of Central 
Life of Chicago, has been promoted to 
captain in the army. He is serving in 
the south Pacific. Bernard Hirsh is a 
graduate of the University of Iowa in 
actuarial science and did post graduate 
work at the University of Michigan in 
the actuarial department. In civilian 


Examiners Boost Mutual 
Savings Surplus, Lien Fund 


An examination of Mutual Savings 
Life conducted by Arkansas and Mis- 
souri resulted in an increase in surplus 
and lien reduction fund from the total 


of $1,132,520 claimed as at Dec. 31, 
1943, to $1,221,535. : : 
The increase in the lien reduction 


fund from $327,869.16 to $420,768, means 


‘another reduction in the liens against 


certain of the old Central States Life 
policies which were reinsured by Mu- 
tual Savings Life in 1941. 

Surplus was increased $89,015 by the 
examiners. 

It was noted that during the past 
three years the company has materially 
increased its holdings in government 
bonds and reduced the investments in 
other classes. None of the bonds were 
in default as to principal or interest. 

Touching on the Park Plaza Apart- 
ment Hotel, St. Louis, the report states 
that title is held in the name of the 
“220 North Kingshighway, Inc.” The 
book value had been reduced by the 
company from $3 million as of Sept. 27, 
1941, to $2,672,000 as of Dec. 31, 1943. It 
is understood that this property will net 
some $200,000 for 1944. 

The report points out that under the 
reinsurance contract the management 
expenses, for any calendar year until 
Dec. 31, 1955, unless the liens are sooner 
discharged, except taxes, departmental 
fees, commissions and extraordinary ex- 
penses incident to the reinsurance, are 
not to exceed the average per $1,000 
of insurance in force of like expenses of 
those 15 life companies operating in 
Missouri that are most nearly compar- 
able in size as to insurance in force. It 
then reveals that the expense limit per- 
mitted and the actual expenses were: 
1941, $89,791 and only $50,032 actual; 
1942, $303,001 against only $147,953 ac- 
tual and 1943, $250,809 permissible and 
only $184,619 actual. 

The liens, but not the interest that 
may have accrued, are waived on all 
death claims between Nov. 26, 1940, and 
Dec. 31, 1955. 


Income Payments to 
Individuals at New High 


Total income payments to individuals 
in the United States reached a record 
high in August, Secretary of Commerce 
Jesse Jones announced. The July-Au- 
gust increase of 2.4 points in the index 
of income payments was the largest 
since February. It stemmed mainly 
from increases in agricultural income 
and military payments. 

August payments brought the total 
for the first eight months to $101,- 
252,000,000, 11% greater than the $91,- 
419,000,000 paid out in the same period 
of 1943. Military payments were most 
important in contributing to this rise. 
Although constituting only 8% of total 
income in the first eight months of 1943, 
military payments accounted for two- 
fifths of the rise in total income from 
January-August of 1943 to January-Au- 
gust of this year. 





Whitmore Walker, formerly with 
Mark S. Trueblood agency of Union 
Central Life in Los Angeles, and since 
Pearl Harbor a civilian employe of the 
navy in Honolulu, died on his way home 
on a leave of absence, and was buried at 
sea. 








life he was a partner in the Chicago ac- 
counting firm of Altschuler, Melvoin 
& Glasser. 





Aetna Life held a three-day regional 
meeting at French Lick, Ind., for a 
number of middle western agencies. 
Among the home office contingent were 
bg pla S. T. Whatley and, W. 


allas 





“Why Disability Insurance is a Good 
Investment for You” cost only $2 per 
100. Order from The National Under: 


writer. 
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You Can’t Open 
a Safe... 
with a can opener 


... but you can open the doors of more 
prospects with General American Life 
Multiple Line coverage, designed to meet 
all the present day life insurance needs 
which agents encounter! Included are: 


® Perticigating 

e Non-Participating 

e Salary Savings 

e Juvenile 

e Annuities 

e Sub-Standard 

e Group Life 

e Wholesale Insurance 


e Commercial Accident and Health and 
Hospitalization 


e Group Accident and Sickness 
e Group Accidental Death and Dismemberment 


e Employee and Dependents Group Hospitali- 
zation with Surgical Procedure Benefits 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 
Walter W. Head, President , ee Saint Louis, Missouri 








$2 per 
Under- 











Let us select at random the names of a 
thousand men from the records of the 
Great-West Life. Suppose that all of 
' them in 1909, at age 25, purchased a 
$5,000 Twenty Pay- $25:-: 
ment Life policy, weaee, 

kept it in force and 
allowed the divi- 
dends to accumulate. 
Now here is what 
would have hap- 
pened to these men 


between 1909 and 
— DP } today. 















The above copy is the 
lead paragraph in the ad- 
vertisement at the right— 
one of a strong series 
running in newspapers to 
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assist Great-W est Life rep- Ss 
resentatives. Its purpose Tale Svan 


is to confirm in the mind 
of the reader carrying life 
insurance, its value in 
protecting his family. 


The GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE — WINNIPEG, CANADA 
Business in Force — Over $820,000,000 


LIFE INSURANCE + ACCIDENT & HEALTH + GROUP INSURANCE 





















"But, Doctor, can't you 
get here sooner?'"' 


O YOU KNOw what to do for illness or 
D accident before the doctor comes? 
It’s mighty important these days. Doc- 
tors are busier than ever and often can’t 
come the minute they are needed. 
So it’s up to you to know elementary first 
aid and the most common signs of disease. 


Most of all, of course, you can help your- 
self—and your doctor—by keeping well. And 
if any unusual or persistent condition devel- 
ops, consult your doctor early. You will save 
your time and his. 

Meanwhile, check up on the important 
points below. 








1. Can. you'take a temperature? 


Fever thermometers are easy enough to use. The 
mercury should be well shaken down. Leave ther- 
mometer under tongue at least three minutes. 

Normal is 98.6°. Any person with a temperature 
much above this level probably needs medical atten- 
tion and should go to bed. 


Sore throat... skin rash... chills, fever and aching 


-... persistent or severe abdominal pain are often sig- 


nals that precede a real illness. If one or more of these 
symptoms are present, it’s best to consult a doctor. 





|. Rubbing Alcohol 
Aromatic Spirits 
of Ammonia 
Firat Aid Dress- 
ings—Gauze 
Compresses 
Ice Bag 
Boric Acid 
Ointment 
Sodium 
Bicarbonate 
+ Boric Acid 
Powder 
Mild Tincture 

‘of lodine 
Clinical 
Thermometer 




















That first aid course you once took won’t do you 
much good in an emergency unless you still know it. | 
Why not brush up on the Red Cross First Aid Manual? 
Metropolitan’s booklet, “First Aid,” is helpful, too. 

Don’t neglect your medicine cabinet. It’s good to 
check regularly to see that it’s fully equipped. 





4. Can you treat shock? ... 


To prevent or relieve shock: First, lay the patient 
on his back. Second, keep the patient comfortably 
warm. Third, if the patient is conscious, give a stimu- 
lant—a teaspoon of aromatic spirits of ammonia in 
half a glass of water, coffee, or tea. If unconscious, let 
him breathe aromatic ammonia or smelling salts. 
CAUTION: Do not give stimulant while patient is 
bleeding severely, if he has a head injury, or a strong 
pulse and red face as in sunstroke. 





If it’s illness, the doctor wants to know signs and 
symptoms as accurately as you can tell him, how long 
they’ve lasted; the patient’s temperature. 


In: case of an accident, describe the injury; what 
you’ve done; the victim’s apparent condition. 
In any case, you will help by keeping calm. 


With the help of your intelligent description, the 
doctor can offer suggestions, decide how urgently he’s 
needed, and foresee what equipment he will need. 
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